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He Dares to Be Different 


Austin Crisis Shows Whites and Grays in 


January and Gets Away with It 


ERE is a shoe man who dares 
H to be different. Austin Gris- 

wold, buyer and manager of 
the shoe department of J. W. Robin- 
son Co., Los Angeles, is the man. He 
began showing white shoes Jan. 1 
and averaged eight pairs daily from 
the start-off. Asked why he inaugu- 
rated such an unusual policy, he 
said: 

“I read all the trade papers and 
fashion magazines. I had noticed 
that white shoes were good in Palm 
Beach and other resorts of the 
South, also abroad at fashionable 
watering places. So I decided that 
whites would go in Southern Cali- 
fornia.” 

Logical reasoning, and borne out 
by the results. 

Mr. Griswold stocked gray shoes 
when other buyers were doubtful of 
them. Since the first showing of the 
gray footwear, Jan. 1, the depart- 
ment has sold 25 per cent of the 
stock. “They told me I was making 
a-.bad error in plunging on gray 
shoes,” he said. “I think it was a 
good hunch and I played it for all it 
was worth. My sales have been 
more than satisfactory.” 

Asked concerning holiday sales of 
slippers, he stated that his big sale 
of slippers on Nov. 8 cleaned out 800 
pairs the first day. He bought 
10,000 pairs and carried over but 








“Sometimes,” 
says Mr. Gris- 
wold, “it looks 
risky to venture 
on certain styles 
which other mer- 
chants fight shy 
of, but I have 
found that it 
pays and pays 
big. When others have declined to 
stock something which looks good to 
me, I play that very item. When 
the women of the city find that cer- 
tain things can be had only at Rob- 
inson’s, we are pretty sure to get a 
nice run of business.” 








1400 pairs. These will clean up, be- 
cause he sells house slippers every 
day of the year. 


Evening slippers are also an every 
day thing in his big department. 
Mr. Griswold buys the vamps in 
Paris and has them made up. His 
stock is well kept and the sizes and 
widths carefully watched. 

Some beautiful styles are dis- 
played in a floor arrangement. This, 
by the way, is a feature of his dis- 


play throughout the department. 
Here and there, where aisles are 
broad enough to permit, handsome 
rugs or scarfs are placed on the 
floor and shoes tastefully arranged 
at the natural eye range—on the 
floor, where shoes are most observed 
by women. 

‘Mr. Griswold reports a gain of 30 
per cent in sales from April 1, 1926, 
to Dec. 31, and a gain for January 
of 40 per cent: This without clear- 
ance sale or special inducement 
other than the regular end of the 
month sales which are a policy of 
the Robinson company. This method 
of clearing’ stocks has been quite 
effective, as all merchandise offered 
is placed on sale at exactly one-half 
price. 

“Tt’s a great venture, sometimes,” 
remarked this original idea man, re- 
viewing his year. “Sometimes it 
looks risky to venture into certain 
styles that others seem to shy away 
from. But I have found that it 
pays—pays big. When others have 
joined the big parade and declined 
to stock certain things that look 
good to me, I play those very items. 
When certain things can be obtained 
only at Robinson’s we are pretty 
sure to get a nice run of business.” 

Surely it does pay to be different. 
Surely it is profitable to be daring 
and original. 
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“Getting the Money” Sales 


The “Wind-Up” Should Be Just as Carefully Planned and as 
Attractive as Any Other Selling Event 


HERE is no good reason why 

| an advertisement of a clear- 
ance sale should be sloppily 
done. Notwithstanding, many shoe 
stores commit some grave offenses 
against good advertising and good 
merchandising when they announce 
a cut price sale. They seem to think 
that their announcements of sales 
and their window displays should be 
thrown together any old fashi>n. 
There is but one reaction of the pub- 
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Even in sale advertising, when the 
merchandise offered is from the 
stock of a high grade; high style 
store, it does not do to be bizarre 
or freakish. The style atmosphere 
must be maintained. This has been 
done excellently well in the adver- 
tisement shown here and the shoes 
have been given prominence by 
placing the light colors on a dark 
background and the darker colors 
on a white background. 


lic mind to such practices, and that 
is “Junk.” A junky advertisement 
or window display indicates to the 
public a lot of junk for sale. 

Two examples of exceptionally 
good clearance sale advertising come 
from Los Angeles, where good shoe 
advertising is taken as a-matter of 
course. The French Slipper Shoppe 
presents in an advertisement, nine 
by three, a very clean-cut offering 
of footwear at $9.75, and the method 
of iilustration and general arrange- 


ment gives a high class air to the 
ad. The top and bottom illustra- 
tions are striking and the type ar- 
rangement:is good. One cannot be 
other than impressed with the qual- 
ity look of the ad. 

La Mode Shoes also prints an ex- 
cellent advertisement of the same 
size. In this ad the shoes are well 
illustrated and the arrangement is 
fine. The background treatment 
sets the shoe cuts out in fine style. 
Note the manner in which the price 
is emphasized. Strong and bold and 
yet beautiful and dignified. 

Both these advertisements are 
good examples well worth clipping 
out and pasting into your scrap book 
for future reference. 

By the way, do you make a prac- 
tice of clipping and saving good ex- 
amples of newspaper ads? It is a 
fine habit to form. Even though 
you may have no immediate use for 
the clipping, there will come a time 
when it will come in mighty handy. 


ANAGER FRED C. VOCKE of 

Coes & Stodder, a Boston con- 
cern, has found a way of presenting 
clearance sale prices in a novel “Ads 
within an Ad” with new prices su- 
perimposed on old prices. Inclement 
weather failed to destroy the power 
of this “telling” advertisement, 
which has created a new departure 
in this form of advertising. For 
several days following the running 
of this advertisement there was a 
stretch of bad weather which nat- 
urally hindered buying, but the ad 
stuck in the memory of the readers 
and when the weather opened up 
buying became spirited, closing out 
in highly satisfactory~ shape the 
lines of footwear advertised. This 
clearance sale eclipses those of for- 
mer years, and Mr. Vocke is em- 
phatic in ascribing this to the man- 
ner of presentation. The old method 
of displaying prices with a general 
statement of big reductions has here 
been discarded. In this advertise- 
ment the reader sees the actual ad- 
vertisements with the date on which 
they appeared. The attention is 
drawn to the fact that these shoes 
were only recently advertised and 
constitute the regular lines. There 
is no chance of misconstruing the 


type of footwear on sale. Every- 
thing is out in black and white. The 
method is the simplest imaginable, 
just reproductions of ads already 
used with a free hand stroke sur- 
rounding the original price and 
leading to the new price. 

This advertisement appeared in 
two issues of the newspaper, on 
Sunday and Monday. The space 
used is larger than that ordinarily 
used, and the ads chosen gave a clear 
view of the price range of the shoes 
being offered. 


HE selling continued over a pe- 

riod of two weeks, in which time 
the greater part of the shoes on sale 
were closed out. The selling on each 
number advertised was about- equal, 
demonstrating the fact that the 
complete message was absorbed by 
the readers. 

The very same idea was used in a 
broadside which was mailed out to 
a preferred list of old customers a 
few days prior to the newspaper an- 
nouncement. In this the advertise- 
ments were used and over each ad- 














Here, too, the style atmosphere is 
retained but the advertisement is 
made to stand out by the curved 
lines at top and bottom, with their 
black shoe silhouettes and the in- 
troduction of plenty of white space 
around the type matter in the body 
of the advertisement. 
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yertisement the new price was 








printed in red ink. 

The manager of the store has said 
that he feels this is the best way of 
convincing the customer who has got 
to be shown before he buys, and will 
more than likely adopt this method 
in all future clearance sale adver- 
tising. 

There is something about its 
frankness that appeals instantly to 
the mind that is in danger of becom- 
ing jaded with a surfeit of clearance 
advertising in which there is an ele- 
ment of doubt regarding the authen- 
ticity of the price lowerings. 

ERCHANTS everywhere are one of the biggest. 
faced with the problem of 
driving home the truthfulness of 
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their mark-downs, and here is an 
idea that stands out as a beacon in 
its clarity and simplicity. There is 
something for every man to con- 
sider in this story of a novel pres- 
entation which has actually proved 
its worth in practice. 


appeal is to men, not women, and 
much more brutal in appearance. This 


and then having the new prices drawn 
calling attention to the price reductions 


ing that thé sale shoes are those which 
and not bought fo 





Departmentizing the 


Shoe Department 


Inside one big shoe department are 
four smaller ones, each with its own 
show cases, separate selling sections 
and even separate selling forces. 
High style, high priced shoes are in 
the AA section; corrective shoes in 
the BB section; moderate priced 
shoes in the CC section; and low 
priced style footwear in the DD. 
Show case E at the department en- 
trance contains a display of all the 
different types and grades. 


By J. V. Murphy, Omaha, Neb. 


66 OMEN shop in department No. 2. The Correcting section, 


connected with them by the broad curved lines. 











stores but buy in shoe stores, 
so the department stores must have 
better selling organizations. That is 
my conclusion, even if other depart- 
ment store heads do not agree with 
me.” 

There are a number of reasons 
why this shoe department is really 
four separate stores, with four dis- 
tinct grades. The separate depart- 
ments are— 

No. 1. The High Style section, 
whose average price is $18.50. 


whose average price is $10. 

No. 3. The Vanitti section, whose 
one price is $5.85. 

No. 4. “Pour Le Chic” section, 
where the range is from $8.50 to 
$14.50. 


HE first two sections named need 
no explaining. No. 3 has pretty 
shoes for those who do not wish to 
spend much money. “Pour Le Chic,” 
which, literally translated, means 
“for the chicken” is exactly what the 


This, too, is merchandise featured by a high grade store but here the 
the advertisement can safely be made 


advertisement was made by pasting 


up proofs of various regular price advertisements run during the season 


below the pasted advertisements and 
It is an effective way of 
and, at the same time, of emphasis- 
have been taken from regular stock 
r sale purposes. 


name implies—fast clever shoes of 
“hit and run” kind. 

Each of the described divisions 
has its own selling section. The 
chairs of each section are placed in 
a hollow square. Show cases have 
displays of shoes that each section 
sells. Each section is merchandised 
as though.the other sections did not 
exist. A separate buying budget is 
kept for each. Sales are not run in 
all departments at the same time, 
but only as the merchandising policy 
of each one requires. 
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Getting More Shoes Sold Righi 


Good Taste Missing 


HEN you dabble in colors, expect the conse- 

quences if you mix them wrong. One of the 
first showings in an outstanding store in this coun- 
try revealed a collection of pastel and light-colored 
shoes that offended every rule of good taste and 
wise selection. The combinations pleased the eye 
of the shoe man and he took it for granted that his 
years of experience fitted him to the job of inter- 
preting feminine wants. 

He was out of the picture by a mile or more. 
He will be extremely lucky if, aside from missing 
business on colored shoes, he does not at the same 
time lose the confidence and trust of his customers. 
A woman customer is likely to say, “If that’s the 
color judgment of my shoe man, then it’s time I 
picked another.” 

Why is it so many shoe men are so positive that 
they know it all, that they will not take the advice 
of women of taste when color blending? 

This one store’s experience is duplicated in 
thousands of stores this spring. We can sense 
even now before business has opened up that there 
is something wrong with the color eye of the ‘in- 
dustry. There are exceptions here and there, but 
in the main, color-sense is missing. It is not to be 
expected that a trade can learn in a day that most 
elusive of all the senses—the use and blending of 
colors. 

There is a real hazard in some of the color selec- 
tions, because it is yet to be seen whether the gar- 
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ments and hosiery will blend with these freakish 
colored shoes. 

There should be no reason why a shoe at $6 
should not have as well balanced a color selection 
as a shoe at $16, but it is pretty true that most of 
the cheaper lines have been colored in ignorance 
and selected in the light of masculine imaginations. 

We have still to see feminine acceptance on the 
complicated color schemes of this season when al- 
most every skin and every pair is radically 
different. 


Walking Out—Sports In 


66 ALKING never did pay much—it isn’t 

dramatic,” says Edward Payson Weston, 
the famous walker, who has reached the pitiful old 
age of being unable to earn a livelihood. He said 
a lot in eight words. 

The sweet phrase, WALK AND BE HEALTHY, 
and the idea back of it passed out of the picture 
because it wasn’t dramatic. The enthusiasm for 
walking is no more—life is too restless. It wants 
speed on the highway. 

Walking is dangerous anywhere, outside of the 
golf links, and even there it has its perils. 

When we have reached the time when we are 
counting the number of steps that a man takes in a 
day, we have come to a very pessimistic point for 
pedestrianism. Feet are for dancing, or for ob- 
servation on top of a desk. The eye has come 
closer to the foot than ever before. 

It is through the real development of sports, the 
public participating and observing, as the case 
may be, that the fashionable or pleasurable element 
comes into sports. 

When walking is only a matter of necessity to 
carry a person from one spot to another, when no 
other conveyance is available, then it is time for an 
industry that bases its livelihood on an article that 
is worn on the feet to look at the present situation 
as it is and to encourage sports and sports wear. 


When Insurance Is Not 


HOE manufacturers and retailers are interested 
in a recent decision by a Milwaukee court in 
which it held that use and occupancy insurance in- 
sures only profits, and that plants or stores oper- 
ating at a loss during the period of a fire and sus- 
pension of business thereafter, in any extent, can- 
not collect from insurance companies under such 
policies as usually written. Use and occupancy 
insurance is a form of insurance coverage taken 
out to cover any losses incurred through suspen- 
sion of operations following a fire. 
In the particular case in which the decision was 
given it was found through examining the books 
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of the firm bringing suit against the insurance 
underwriters that the interruption in operation 
following a fire did not make anything due the firm 
under its use and occupancy insurance because the 
firm had been and was operating at a loss, some- 
thing like $200 a day. The jury held further, that 
the firm saved money by the suspension of its oper- 
ations and that it would have sustained greater 
losses if the fire had not stopped production. 
Insurance attorneys argued and asked a judg- 
ment under the verdict on the ground that the in- 
sured had no insurable interest because the firm 
was insuring profits in taking use and occupancy 
insurance, but it had been operating at a loss and 
that the obligations of the insurance companies 
under the use and occupancy policies is as to fixed 
charges plus profits, if any, and minus losses. 
They pointed out that the evidence in the case 
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“the small fellow who gives nothing will benefit by 
our contribution.” That has been an excellent alibi 
in the past and has militated against the success 
of every previous movement of this character. 

Cther larger manufacturers will say that it is 
unfair to tax them in larger amounts because the 
small specialty man who is assessed at a low figure 
will benefit equally with the big man. Certain tan- 
ners and findings people will impede the movement 
because they seem to think they will profit only in 
a, minor way. 

If ever there was an opportunity for a broad- 
minded spirit in the industry—for an effort in the 
right direction—it is now. Let nothing impede this 
major effort now! 


Petty Jealousy! 


showed the firm was 
not earning even its di- 
rect labor and material 
costs, to say nothing of 
its sales and manage- 
ment expenses. 


Let’s Get 
Started 


HERE is national 
approval of the 
plan to advertise men’s 
shoes to the wide world. 
Every merchant of 
shoes is willing to do 
his part. But the big 
job is to get the funds 
subscribed so that the 
plan can be put into 
operation when it will 
do the most good. 
First and most im- 
portant in any great 
publicity movement, 
like the one to encour- 
age men to buy shoes 
is the raising of funds. 
The committee having 
that part of the matter 
in charge will be faced 
with many handicaps. 
They will meet opposi- 
tion from the very ones 
that need publ icity 
most. Certain manu- 
facturers will hang 
back and fight against 
‘the assessment with the 
old, old complaint that 
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The Reason Why 


S. J. Brouwer Shoe Co., 322 Grand Ave., 
Milwaukee, Wis. 


The Boot aNnp SHOE ReEcorpER, which comes. to 
our desks weekly, is a part of our regular shoe diet 
which we could not do without. It is not until we 
are hungry that we appreciate food, and I am sure 
that we would be very hungry if the Boor anp SHOE 
REcORDER did not come to us from week to week 
= its varied diet of helpful, health-building shoe 
ideas. 

Added to your printed message has been the per- 
sonal encouragement of members of your staff with 
whom I have been in contact for many years past, 
who take a genuine interest in the problems of the 
retail shoe man. 

I am sure that the aim of your paper in raising 
the quality of character and standards of the retail 
shoe business has been a very worth-while and chal- 
lenging task for you and your staff. 


Yours sincerely, 


(Signed) S. J. BROUWER. 


* ~ om 


I doubt if there is a more studious and analytical 
shoe merchant in our country than Mr. Browwer. 

His “laboratory” is working overtime in investi- 
gating every phase of the retail shoe business. 

Mr. Brouwer is proud of his business, and the 
RECORDER is proud to act as one of his chief ad- 
visers. 

I wish there were more merchants who under- 
stood the value of scientifically analyzing the 
“whys” and “wherefores” of their business. 


President. 
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OU remember what 

Barnum said about 
the great American 
people? They do love 
to be taken in, it seems. 
But, they are victims of 
an oily tongue because 
they do not know bet- 
ter. They buy bad 
bonds and stocks be- 
cause they have no 
knowledge .of invest- 
ments. The bankers 
are doing a good job of 
telling people the right 
way to invest money. 
Why can not the shoe 
men use the other ear 
of the public? Or, 
why will they not? In 
your town there may 
be a- dozen good shoe 
stores that ought to be 
banded together for 
mutual good. Why not 
get together, gentle- 
men? 

It is one of the 
things that the RE- 
CORDER and its staff are 
pledged to do. It is our 
obligation to the trade 
that keeps us at it. 
The RECORDER urges 
strong associations of 
shoe merchants—they 
are needed NOW. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 


Giving Positive Information 


best sellers are oxfords in tans of kid or calf 

with wide toes, extension soles and trims of 
perforation or fancy stitchings. Heels somewhat lower 
than last fall. Dreyfus & Son corroborates this. Volk’s 
reports the stockier the last the better the buyers like 
them. Sanger Brothers say the best bet for men’s 
wear is tan. All stores say young men are setting the 
style and older men are “copying.” 


L= KAHN SHOE CO. of Dallas, Tex., reports 


HE shoe department of J. L. Hudson & Co., Detroit, 

reports a preponderance of black for men. The 
style is the medium tone in the plain leathers and in 
calf. Grains and brogues not doing well. This depart- 
ment, catering as it does to the older men, reports that 
20 per cent of its shoe sales have been in high shoes. 


At the left—Scotch grain 

blucher pattern with 

round toe, sold for $8 by 

the Golden Rule Store, 
St. Paul 


At the right—One of the 
squarest of square-toed 
models, specially priced 
for clearance at $5.85 by 
O’Connor & Goldberg, 
Chicago 


A. NATHANSON of the Laird Shoe Co., Pitts- 
eburgh, finds that “doggy” collegiate shoes are very 
popular. He says: “I think that the more extreme, the 
more collegiate the shoes for young men are made, the 
greater is the demand for that type.” 


[In women’s shoes the demand has turned definitely 
to the lighter shades, even at the expense of rushing 
the season.—ED. NOTE. ] 


HE Guarantee Shoe Co. of San Antonio has ar- 

ranged an entire window of crocodile models, ad- 
vertising them as “The smartest note in mid-winter and 
spring styles.” This store also is showing many models 
in gingham kid as well as evening slippers whose heels 
are studded with vari-colored brilliants. 


H. BYRD, new manager of the ladies’ depart- 

@ ment of the Leon Kahn Co. shoe store at Dallas, 

Tex., says the women are leaning to lighter shades in 
footwear, which means the grays, pastels and blonds 
will be the prevailing colors for the spring. Women 
still like reptile trims, shert vamps and spike heels, he 
said. Kahn’s sells some black patents and kids but the 
bulk of the business is in lighter colors. Women want 
lighter shades and higher heels, Sanger’s says. Some 
blacks in oxfords or ties for business wear, but even for 
this purpose lighter colors are desired. Prevailing 
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colors are grays, pastels, shells and blues with trims 
of different shades. Some are showing preference for 
gingham heels while others like reptiles. 


'HE Nixon Booterie, Pittsburgh, says that “black 

suéde has been the leading leather with us for the 
past two months, and at the present time oxfords and 
ties are selling very well. Brown suéde is also very good 
just now and I believe that black patent comes next in 
popularity. Parchments will be strong all through the 
summer. I do not expect gray to be good after Easter.” 


AXTER’S store, Seattle, Wash., reports that spring 

business will break all records. “Light shades and 
colored kids are coming in strong. They should double 
the sale of women’s footwear.” “Phenomenal busi- 
ness” is reported by L. L. Benningson, president of the 
Northwest group of Mandel’s Stores. Benningson is 
featuring, as the first spring stock, calf skin trimmed 
in “calico calf.” Calico calf is calf skin done in calico 
patterns in cherry red and gray. 


A. CLARK, manager of the Stone Stores, Cleve- 
land, says that it is up to the merchant to get all he 
can out of colors during the spring and summer months. 
Novelties reflect the true spirit of spring and the possi- 
bilities for the merchant are unlimited. Colored kids 
with whole quarters of reptile are expected to sell well 
in future months. Mr. Clark says that gray, which has 
been a dark horse, is surpassing all previous anticipa- 
tions. He looks for this shade to be a good Easter 
item. According -to Mr. Clark, low heels are apt to be 
overlooked by many merchants during the summer 
months, when high heels naturally reflect style. Low 
heels, he says, can have lots of style, and the more 
staple line may get a heavy call. 


HE FAIR, one of the leading stores in Fort Worth, 
says its best sellers are rose blush kid with brown 
patent heels and trims, both in step-ins and ties. 
Cherry and black patents and some kids with reptile 
trims moved well. L. G. Gilbert & Co. finds a great 
[CONTINUED ON PAGE 43] 


At the left—A conserva- 
tive model in black and 
tan calf selling at clear- 
ance prices in the Kauf- 
mann & Baer depart- 
ment store, Pittsburgh 


At the right—A rough- 

weather blucher model 

with apron and soft toe, 

sold for $6 by the New- 

comb-Endicott Company, 
Detroit 
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Already soctely 
has plunged mto 
ils greatest Sport 
vear ever. A Feb 
ruary lst picture 


al the 
Pool, Palm 
Fla. 


ORT YEAR EVER 


(oxpect lhe grealest 
P 


T is a very fortunate thing that the business 

of making and selling shoes goes merrily 
along, stepping from one style to another, 
without the sudden leaps and sharp corners 
of the shoe game some years ago. 

In January and February the shoe business 
stepped into colorful materials of semi-dress 
and dress types. It is the natural thing for 
women to think of shoes of that sort for 
February, March and April wear. What, then, 


is the next step forward? Isn't it into a period 
of sport footwear for men and women to wear 
after Easter—May, June and July? 

What has helped this impulse more than 
anything else is the tremendous enthusiasm for 
sports that has been evidenced at the mid- 
winter resorts, both in the sunny South and 
in the snowy North. Any athletic meet of any 
description has had its enthusiastic galleries of 
people. 
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Sportwear Motit 


HE sandal season for the 
ar ciakes opens right after 
Easter. It is the next step 
along in the scheme of style. 
The outstanding novelty of the 
sandal year ahead is the fact 
that the open shank sandal, with its little spot of leather 
at the toe and heel, held together by little straps, is the 
outstanding possibility for the suminer of 1927. It is 
for sportswear. 

There is a difference between shoes for the sport and 
shoes that are worn with sportswear costumes. Women 
doll up for attendance at sports events. 

Already in the far South soft pastel colors in green, 
water lily, reds, blues and all of the pastel colorings that 
can be put into soft finished leathers, have made their 
appearance. They preface the possibilities of a national 
demand for what we term misplaced evening footwear. 
The heels are extremely high and thin, and the footwear 
is delicate in its materials and trimmings. 

This sportswear development has another angle in the 
demand for sandals. The sandal, as such, is usually 
strap fastened and is a far cry from the barefoot sandal 
of a number of years ago. Today it can have any height 


of heel. It is said by those who are in the “fashion- 


PAKS are V, 
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know” that costumes will be 
scantier than ever. If that is 
so, scanty footwear, the open 
shank and sandals, are step- 
ping in the right direction. 

Miss Hilda Rau, before 
the Pennsylvania Shoe Retailers’ convention in Wash 
ington, said: 

“Shoes are part of the costume. More than that, the 
customer demands that they shall be part of her in- 
dividual costume. This means her shoes must _ be 
HARMONIOUS with her costume in COLOR. That’s 
the bedrock of the whole problem. Shoes must be in 
harmony with the costume in COLOR for the very 
simple reason that the woman—your customer—wants 
her dress, gloves, hat, shoes to look as though they 
were made to be worn together. She won’t wear purple 
shoes with a pink dress any more than she will wear a 
purple glove on one hand and a pink one on the other 
They are not mates in color, or good sense, or smartness, 
which is the keynote of modern fashion. 

“Tf, then, the shoe is part of the costume, and if the 
‘costume color’ predetermines the color of the shoe, 
isn’t the first step in solving the problem to find out 


definitely just what the ‘costume colors’ are to be?” 
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Miss Rau explained that the mere fact that a color was 
a beautiful color in itself, did not justify her firm in 
offering it to the shoe manufacturing trade. The first 
test of the color must be its harmonious effect when worn 
with the leading costume colors. The importance of this 
color control work was summarized in this expression : 
“The work of this cooperative group of stylists in 
leather, fabric and hosiery, is the only scientific method 
known to us of making certain that every color has its 
companions in the costume mode. 

Color then, rather than pattern, assumes the place of 
major importance in the styling of a shoe. There are 
some in the trade who contend that pattern is still of 
equal importance with color, but there is no gainsaying 
the fact that this season, of all seasons, color is more 
important than ever before. 

You may argue as you will that the high heeled, san- 
dal type of footwear belongs to the ball room exclusively, 
but when smart women in diaphanous sport costumes, 
made of fabrics and in colors that in years gone by have 
been classified as “evening wear” appear among the 
spectators at the tennis matches and golf matches and 
on the beaches at our best winter resorts, you can bet 
your last dollar that Miss and Mrs. Average Woman 
will follow suit in the less swagger places in the sum- 
mer. If women want light, airy footwear, no matter 


how impractical, for day wear, the shoe trade must give 


it to them. Women may not know what is good for 
them, but they do know what they want and the smart 
merchant finds out what they do want and gives it to 
them—at a profit. 

One keen student of feminine psychology, who hap- 
pens to be an outstanding style leader in the shoe trade 


Wooden shoes—style- 

ful from Los An- 

geles, where there is 

no limit to footwear 

Red and black lacquer 

on soles, heels and 
Straps 


has gone so far as to take the leather toe cap off the 
sandal to let the bare or stockinged toes peep through. 
Almost right back to Grecian and Roman days—but it 


is high style in this year of 1927. 
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hundred and twenty-eight 
pieces 


Wau down Sout 


THE 
N education as to the very latest in 
footwear is in store for those shoe Jow, orange 
retailers of the Southeast who attend the 
annual convention of the Southeastern 
Shoe Retailers Association, which meets 
in Macon, Ga., March 7, 8 and 9. Presi- 
dent George Bussey and a corps of mer- 
chant-assistants are busy every day now 
getting things lined up and there will be 
nothing lacking when the trade arrive. 


construction 
different.” 


MLL 


Violet, indigo, blue, green, yel- 
and red—all the 
colors of the 
imtermediate shadings in a pair 
of pumps of 528 pieces (count 
‘em, if you like), created by 
Louis Farina, of Lynn. He 
devoted an entire week to the 


piece, and produced “something 
Here it is! 


to Macon. 
peaches on the Georgia runway 


LIMIT 
(Pumps pictured above) 


IN COLORS 


Wednesday there will be another 
luncheon and business session, followed 
spectrum—and yy a barbecue, dance, and—well you just 
wait and see! 

What kind of entertainment is George 
planning? Well, don’t ask us that, but 
just note that he is leaving the mornings 
open for inspection of lines. 

You'll like Macon, too. It’s a charm- 
ing city of 70,000 hospitable persons, and 


is located just six miles from the geo- 


this master- 


MM 





As to the displays, some of the best 
known manufacturers are arranging to 
show the latest and best models. One of the outstanding 
features of the convention will be an elaborate style show 
on Tuesday night in Macon’s new municipal auditorium 
—which in itself is interesting in that it has the largest 
copper-covered dome in the world. There will be thirty 
or thirty-five model Georgia peaches on the new-style 
lighted runway. 

Beginning Sunday night with a regular “get together, 
open house” smoker, visitors will find plenty of interest. 
After a luncheon Monday there will be a business session 
until about four o’clock, with a banquet at night. Enter- 
tainers are being brought to Macon for the banquet. 

Tuesday will duplicate Monday in that there will be 
a short business session following the luncheon at noon. 

Tuesday night brings the style show, which is to be 
followed by an informal dance. Yessir, there will be 


plenty of Georgia “Peaches” there—you know Macon 
is the very center of the famous peach section, anyway ! 





graphical center of the State of Georgia, 
and it is easy to get to—copying from a pamphlet of the 
Chamber of Commerce, Macon has “‘ninety-eight dail) 
passenger trains—Fasy to get in; you won't want to 
get out.” These trains operate over nine radiating rail- 
way lines and afford easy access to any section of the 
country. 

Macon has the oldest chartered girls’ college in the 
world; the largest poplar mill in the world; largest 
greenhouses in the southeast; largest overall plant in 
Dixie; home of Sidney Lanier, the famous poet ; home 
of Harry Stillwell Edwards, the well-known writer; 
is the location of Mercer University, famous for its 
athletic teams, and there are many other things of inter- 
est in the city. If you’re going, you'll find ‘em; if 
you're not, you'll regret it. 

Pretty girls and pretty shoes, a good combination to 
look at and one that should bring profit to every shoe 
retailer who studies them. Make Macon in March! 
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HERE IS A GREAT OPPORTUNITY 







The Shoe Industry Can Perform a Great Public Service | 
and at the Same Time Profit Itself ” 


By R. L. Prather 


( RGANIZATIONS of shoe men, national and local, 
should at once proceed to sponsor an educational 
campaign in schools to teach the American youth the 
imperative need of correct footwear. 

Che schools are awakening. Already we hear of tests, 
examinations, inquiries and study of youthful feet. A 
ty ical case was the test of high school feet made at 
ths Oakland, Cal., Roosevelt High School. The report 
mide to newspapers after completion of the test, stated 
that only two out of fifty students tested had perfect 
feet. Further it was stated that boys have two-thirds 
o: the flat feet. Nine out of the total had bunions and 
fc ur showed signs of developing fallen arches. 

Who will get the blame? Why, shoe men, of course. 
The test at Oakland also indicated that most of the foot 
troubles of modern girls lie in the wearing of shoes too 
sinall in size, in order to appear stylish. 

Do you suppose that the girls themselves, or their 


? 


nothers, will take any of the responsibility for this: 
Cr will the parents of the high school boys acknowledge 
that it has been largely their fault that boys have flat 
feet? Not so that you can notice it. The shoe men will 
be the goats, as usual. 

It is utterly useless to attempt enlightenment of foolish 
parents or “flaming youth.” The work must be done 
among teachers and children of tender yéars. Attempt- 
ing to tell the flapper or high school sheik anything is 
only to talk against the wind. And, besides that, the 
harm to the feet has been done long before the child 
reaches high school age. 


A MASTERPIECE 
OF DISPLAY 


Our February award of 
“excellence in window dis- 
play” goes to  Marshali 
Field Company of Chicago. 
Note the remarkable back 
screen made of overlays of 
wallboard in soft tinted col- 
ors. Simplicity rules. 

complete foot wardrobe is 
shown for a young lady of 

fashion 





It is surely a sad state of affairs when we find that 
boys who should be models of strength and physical per- 
fection have flat feet, and that girls who represent all 
the beauty and promisé of the nation are deformed in 
their feet! Is it not a peril to the future generations? 
What will be the harvest from such a sowing? 

It is the easy thing to say that shoe men can do noth- 
ing. ‘That is just what they have been doing. And, that 
is why we have such terrible conditions today. 

The shoe trade can perform a great public service and 
at the same time profit by taking the initiative. In every 
city and town there should be a whole-hearted effort on 
the part of the shoe men to cooperate with the physical 
directors of the schools. Capable lecturers and demon- 
strators should be serit to the schogls and talks made to 
teachers and pupils. The ;awakening of teachers and 
educators, to the cofditions will make the way easier. If 
the schools of your town have not yet taken cognizance 
of the matter, much the better. It will place the shoe men 
in the positidn of pioneering in ‘a gréat and important 
public endeavor. as 

It is a job that must.be taken hold of energetically 
and unselfishly. Allen Meadors started the ball rolling 
recently when he lectured at the Peabody College for 
Teachers at Nashville. The University of California 


has been on the job for some tithe and has a staff of lec- 
turers who ‘travel over the State and advise teachers 
and pupils as tocorrect footwear, 

Boys and girls do, not want flat feet. 
want deformed ‘pedal extremities. 


Girls do not 


“+n “ss Abe 


ht ee +4 +. ; 








“High shoes never 
will come back. 
There are three 
points that must be 
highlighted—the face. 
the hands and the 
ankle. You can’t 
highlight with black. 
Therefore light col- 
ored hosiery has come 
to stay.” 


PERUGIA—THE MASTER ARTIST 


the first ranks of the Paris bottiers. A master crafts- 
man and a real artist. The fact that he is an artist 
probably accounts for his success in the realm of creative 
For with Perugia good taste and har- 


| i less than a decade Perugia has placed himself in 


art in footwear. 
mony come first. 

Perigia was among the first to realize that. the shoe 
is a part of the ensemble. Once realizing this he .estab- 
lished close connection with the leading couturiers in 
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Paris and then proceeded to design shoes to fit into the 
prevailing mode of dress. 

He has the biggest hands you ever saw on an artist, 
masterly, powerful hands, yet he picks up a dainty piece 
of footwear with the grace of a duchess fondling a 
jewel. With the strength and power in his hands h« 
rends fine leathers and fairly forces the raw materials 
to flow into graceful contours when the fury of creation 
is upon him. 
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YOUR OLD WINDOW DISPLAY AND FIXTURES 
WON'T DO!! 


For New Colored Shoes Need New Settings 


C PRING is in the offing, and the time has come to 
,) think seriously of how best the new light-colored 
shoes can be shown in store windows. 

Yot only must the general color scheme of the window 
be taken into consideration, but even the color of the 
dis lay fixtures. Many a merchant, after putting a 
parchment sandal-type shoe on a mahogany plateau or 
other fixture, will throw up his hands in disgust. The 
fix ure, in color tone, is entirely too heavy for the shoe. 
Ard many stores are equipped with mahogany display 
fix ures to the total exclusion of all other wood finishes. 

\mong the woods most commonly used for display fix- 
tures, American walnut has been selected by color ex- 
pe ts as the one most suitable, in general color tone, for 
the display of parchments, rose beiges and light or stone 
gr:ys. That is, unless the merchant can afford the type 
of fixtures which come already enameled in pastel shades. 

it would seem, therefore, that two courses are open to 
the merchant who has on his hands a stock of mahogany 
fixtures. He can go into the market and buy new ones 
of the proper finish; or, if he wishes to be economical, 
he can make his mahogany: look like American walnut. 

This can be accomplished with a good paint brush and 
acan of varnish stain. Don’t be economical when it comes 
to buying a brush. Furniture men recommend for this 
purpose one made of badger hair, 
as it holds the paint better and 
distributes it more evenly as it is 
brushed lightly over the wood sur- 
face. Two coats will probably do 
the trick but if a dull finish is de- 
sired, a third coat of dull varnish 
is all that is necessary. The re- 
sult will be quite creditable. 
Your local hardware dealer or 
paint man can advise as to how 
long a time to allow for each 
coat to dry. Five hours at most 
should be ample, as_ varnish 
stains dry quickly with a hard 
finish. 

Before commencing the job, 
however, the fixtures should be 
washed with gasoline to remove 
dirt and any trace of grease which 
have accumulated from handling. 
Dirt will show through the new 
varnish stain and grease will pre- 
vent it from adhering properly. 

So much for the fixtures them- 
selves, except that it is also pos- 





An eyefull—stylefully in 
every spring window 





sible by using a paint and varnish remover, to take all 
the old finish off the fixtures and entirely redecorate 
them. This, however, is a job for the expert if it is to 
be done properly and unless you have had some expe- 
rience in interior painting it is not advisable to try it. 

How about backgrounds and valances ? 

Here, again, the choice of the right color is very im- 
portant. Ordinarily one would say that a background 
decidedly darker than the shoes to be displayed would 
show off the shoes to advantage. Color experts, how- 
ever, disagree vehemently. They say that light colors, 
semi-neutral in tone, will make a much more harmonious 
contrast and will lend distinction to the new leather colors. 

It is a comparatively simple matter to decide on a color 
scheme for the background against which are to be shown 
shoes of any one of the new light colors. It is difficult, 
however, to get a color which will properly set off al! 
of them—parchments, beiges, water lillies and grays. 

The gray shoes might conceivably look exquisite offset 
by background, valances and drapes in a very pale blue. 
But this, say the color experts, is a bit too colorful for 
the rose beige and even for the parchments. 

If you are planning a display which is designed to show 
from two to four of the new light leather colors, the 
best bets for background and drapes are écru and 
the light buffs. These tones 
reflect a mellow light, which 
softens and beautifies every ob- 
ject on which it falls. It gives 
something of the same effect 
which is noted in soft focus pho- 
tography, not so much so, of 
course, but that is the tendency. 

In addition to the fixtures and 
the drapes, the floors of your 
windows also must be taken into 
consideration. Hardwood floors, 
if as light in color as American 
walnut, will be satisfactory. 
Whether correctly colored or not, 
however, some very delightful 
effects can be secured by cov- 
ering the floors with the 
same fabrics and colors used in 
the background and the side 
drapes. 

Only a very little ingenuity is 
required to make of your win- 
dows something very new and 
far different from the humdrum. 
Watch your color values closely. 
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THE HUMAN ELEMENT IS PARAMOUNT 


Exchanging Ideas in Person and on Paper 




















Under his own fig tree in 
Glendale, Cal., just outside This és 
of Los Angeles, Richard L. “ ‘ 


RECORDER’S 


the 
greatest 























The ‘man: who has visited 
more shoe stores than any 
other man in the shoe in- 
dustry—Harry R. Terhune. 


of the 
useful- 


year 


Prather, Pacific Coast Edi- 

tor of the Recorner, abides. 

This week he starts on his 

big trip, covering every 

shoe store on the Pacific 

Coast that he can reach in 
his car. 


ness to the shoe merchants of 
America, for the RECORDER 
is to be edited from the shoe 
stores of America, every mem- 
ber to be out in the field to 
give that intimate contact and 
study of retail problems. So 
swop ideas with the Rer- 
CORDER man. He is on his way. 


the thoughts 


the 


From a photograph taken in 

Jacksonville. He follows 

the swallow, sweeping 

through the South and then 

upwards as the season pro- 
gresses. 


actions of the entire 


trade. 


E are a human lot. We value our personal con- 
W::. in the shoe trade. We want to know people, 
to see how they think, how they act, and how they 
react. We want to study their methods and want to be 
allowed to tell them what methods other people use. 

So just,a word of thanks for the many evidences that 
what we of the Editorial staff of the Boor AND SHOE 
RecorvER have done—has been appreciated—evidence 
which, in many cases, comes to us in the form of letters 
and which, in all too few instances, has come to us in 
the form of personal calls. 

This year, more than ever before, REcoRDER staff 
writers and investigators will be in all parts of the 
United States, getting and giving ideas, absorbing and 
passing on impressions, disseminating and receiving 


42 


If it were humanly possible, the editors of this pub- 
lication would like to know personally and intimately 
each and every one of our subscribers. This, of course, 
is an impossibility, but you can help us, and yourself, 
first, by making the Recorper office your headquarters 
in all those cities*in which we maintain offices; and, 
second, by feeling free to write us on any subject which 
is uppermost in your mind at the time. 

The shoe business is one of the most human in the 
Let's strive this year to make it even more so— 
to give of what 


world. 
to exchange ideas freely and frankly 
we have in return for what we get—to be friendly in 
our relations and honest in our competition. The human 
element, after all, is paramount. Jet’s keep it so. 
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What Is Selling at Retail 


[CONTINUED FROM PAGE 34] 


many women prefer reptile trims and will take kids in 
various colors to get them. Ornaments are being sold 
in good numbers. Monning’s finds cherry patents, rose 
blush and pastels the best sellers. The trims are darker 
shades or reptile. Some gingham trims are in demand. 
Heels are high and vamps short. All stores say women 
are giving more attention to being able to harmonize 
hose and shoe color schemes in buying shoes these days. 


H. LOUDON, manager of Feltman & Curme in In- 
@ dianapolis, says that the showing of the new 
spring styles has brought some calls for the new foot- 
wear. “We are showing some advance spring styles,” 
said Mr. Loudon, “in tans and grays with a lot of rep- 
tile and frog trimming and heel cover, one-strap, and 
tie effects with excellent demand. Gingham trimmings 
and heel covers are very smart at present.” 


HE I. Miller store in Buffalo, N. Y., says its best« 
seller for street wear is the suéde shoe in light 
colors, with browns predominating. Mr. Pfeiffer, the 


At the left—A daytime 

shoe of genuine water 

snake, priced at $12.50 

and offered by Mandcl’s, 
Los Angeles 


At the right—Heel and 
trim of gingham kid. 
The Paula, a $6 seller in 
the line of Ray Parker, 
Chicago 


manager, looking forward to the spring trade, predicts 
that it will be a banner season for patent leather com- 
binations with reptile leathers, and for the plain reptile 
leathers. 


At the left—Another sale 

number, this one of fancy 

kid in combination with 

patent vamp. Scruggs- 

Vandervoort-Barney, St. 
Louis 


At the right—Rose blush 

kid trimmed with cherry 

patent, offered in Janu- 

ary clearance sale by 

the Boston Shoe Shop, 
Seattle 


ULIUS GUTMAN & CO., Baltimore, feature patent 

leather, satin and suéde pumps in the newest colors 
and two-tone effects, trimmed in various novel ways 
with contrasting color heels, appliqué embroidery and 
other new touches. The colors include rose blush, 
Spanish raisin, shell gray, stroller tan, ivory, copper- 
head, brown, cherry red and iridescent tones. In the 
heels, choice is offered of spike’ heels, Spanish heels, 
Cuban heels, box and low heels. 


LEVY of the Strand & LaParee Shoe stores, of 

@ Washington, D. C., is not over enthusiastic over 
light colors for spring. His prediction is that the short 
vamp, black shoe will be good until the weather settles 
in March, then a short flurry of colors, with the black 
high heel sandals coming in strong in July. He does not 
mean all blacks, of course, but black as a base color. 
“As for white shoes, not a pair for me this year,” 
said Levy. 


RANK MONTAGNA of Norfolk, Va. is having re- 

markable success with a 22/8 heel, square toe, one- 
eyelet oxford. This shoe was bought several different 
ways, as all rose blush, rose blush and patent, black 
patent with iridescent rim and golden brown with 
parchment underlay. These sold in the order named. 
Mr. Montagna reports a fine January business, with a 
volume of sales way ahead of last year. He is con- 
vinced that this is entirely due to his policy of not hold- 
ing any sales and the feeding of new, pretty shoes to 
his trade continuously. 


R. BRECK of the Des Moines, Iowa, Walk-Over 
shop, says that nothing seems to take the place 
of black patents. They had quite a stock of copper 


At the left—A style shoe 
of two tones of caramel 
kid designed to fit difii- 
cult feet. , Long vamp, 
narrow heel. Selling for 
$18.50 in the store of 
Neiman Marcus Coa., 
Dallas 


At the right—lancy kid 
quarter with plain kid 
vamp and a smart leather 
bow at the side of the 
throat. Recently included 
in a sale by the All- 
America Shoe _ Store, 
Nashville 


patents and a lot of their lady customers had their heart 
all set on them, but it just seems that Iowa people have 
a practical turn of mind and stick to the trustworthy 
blacks. At that, he had a satisfactory sale on the colors. 
He looks forward to a spring season of colored kids. 
They have just concluded one of their most successful 
January clearance sales, and in spite of some adverse 
local conditions expect business to be real brisk. 
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SPARTAN 
Flexible 
Sole Leather 


WENTY YEARS ago GRATON & KNIGHT 
discovered a combination tannage which 
produced a leather having important qualities: 


1. Greater flexibility 

. Longer life 

. Higher water resistance 

. Distinctive appearance 

. Not slippery when wet 

. Dries out soft and pliable 


. Less subject to damage 
when dried by heat 


. Handles like oak 








9. Edge appearance like oak 


. Lighter weighing 
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Becauseof its enduring character this leather 
was named Spartan, and as Spartan Flexible Sole 
Leather it has won an enduring place for itself in 


the shoe industry. 


The steadily increasing use of Spartan Flexible Sole 
Leather is the best evidence that Spartan is the 
outstanding flexible sole leather today. 


To keep pace with this increasing demand, we 
have expanded our Spartan sole leather tannery. 


Y GRATON \ 


\ KNIGHT J 


WORCESTER COUNTER COMPANY 
DEPARTMENT OF 


GRATON & KNIGHT COMPANY 


WORCESTER, MASSACHUSETTS 


BRANCHES IN ALL PRINCIPAL CITIES 


Sw 
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ANNOUNCEMENT 


Of vital interest 
to every merchant! J 





Fe 










































The Grand Rapids Showcase Company der 
and the Welch- Wilmarth Corporation have of 
been consolidated as the Grand Rapids the 
Store Equipment Corporation. Ha 
Thus, two pioneers in the store equipment pre 
field have become united as one great We 
organization, pledged to a new spirit of of 
service to the merchants of America, and tar 
amply equipped in personnel and physical sen 
resources to render that service to the 

highest degree. 


To the new institution is brought the pick 
of the store planning talent of the land and 
placed unreservedly at the disposal of 
every merchant are the benefits of their 
long and wide experience. 

Tremendous economies, resulting from the 
elimination of previously duplicated efforts 
in designing, selling and manufacturing, 
will be reflected in a standard of value 
hitherto impossible of attainment. 

Larger stores are assured of an ability to 
properly perform any contract, regardless 
of size. The smaller merchant is offered a 
type of service in aiding him to solve his 
merchandising problems obtainable from 

no other source. C 
Branches and representatives in every 


territory insure prompt and personal at- Bro 
tention and service. wae 
GRAND RAPIDS . 


STORE EQUIPMENT §* 
CORPORATION 


Succeeding 
Grand Rapids Showcase Company + Welch-Wilmarth Corporation 





EXECUTIVE Orrices + Granp Rapips, MicHicANn 





Factories — Grand Rapids, Portland, Ore., Baltimore, New York City 
Branch offices and representatives in most principal cities 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


HE Southwestern Shoe Travel- 

ers have elected as their presi- 
dent for the ensuing year R. E. Bell 
of Fort Worth; Mr. Bell represents 
the Brown Shoe Co. Pratt M. 
Harris of Dallas was elected vice- 
president; Mr. Harris represents the 
Weyenberg Shoe Co. W. L. Mitchell 


of San Antonio was elected secre- 
tary-treasurer; Mr. Mitchell repre- 
sents the Julian & Kokenge Co. 


Charles Osler, 
covering West- 


ern territory for 


the Stanley Dut- 
tenhofer Co., is 
now in the West 
and reports 
good business 
and that the 
larger buy- 
ers are placing 
good sized or- 
ders for early 
delivery. 


Charles Osler 


HARLES F. WOOD of Buffalo, 
N. Y., who traveled for the 
Brown Shoe Co., recently passed 
away after a short illness. Mr. 


Wood was a member of the Na-°* 


tional Shoe Travelers’ Association 
and his beneficiary will receive the 
$1,000 under the new N. S. T. A. 
™ group insurance feature. 


Orrin D. 
Morse, Ault- 
William- 
son _ salesman, 
who keeps 
Southern Cali- 
fornia, New 
Mexico and Ari-” 
zona_ supplied 
with Constant 
Comfort and 
Constant Style 
shoes, has been 
connected with 
the shoe business for 31 years, in 
manufacturing and both retail and 
wholesale selling. 

Mr. Morse was first at the Ham- 


Orrin D. Morse 


By HELEN M. HANEY 


ilton-Brown factory at St. Louis, 
where he worked under George Ju- 
low. He received his first retail ex- 
perience at the C. E. Hilts Shoe Co., 
now the C. E. Williams Shoe Co.; 
Charles Williams was the bookkeeper 
at Hilts’ when Mr. Morse was there. 
For the past 21 years Mr. Morse 
has been selling shoes on the road in 
Southern California and Arizona. 
He was the first salesman in any 
line to use an automobile in Arizona 
and one of the first in California. 








N. S. T. A. Scribes 
The 1927 Roster 


Baltimore Assn.—Wm. Shultz, 
518 Mt. Holly St., Baltimore, Md.; 
Boston Shoe Travelers—Wm. 
Noll, 103 Federal St., Boston, 
Mass.; Boston Shoe Associates— 
Robert Mills, 82 Lincoln St., Bos- 
ton, Mass.; Buffalo—R. J. Mce- 
Donald, Hotel Statler, Buffalo, 
N. Y.3; Central—C. W. Emrich, 
730 W. 45th St., Kansas City, 
Mo.; Chicago, Ill.—Charles L. 
Heilbrun, 45 So. Wells St., 
Chicago, Ill.; Cincinnati—Wm. K. 
Harrison, 2251 Victory Parkway, 
Walnut Hills, Cincinnati, O.; C 
rado—H. J. Shull, 501 Jacobson 
Bldz., Denver, Colo.; Indiana— 
Chas. I. Slipher, 370 Denison 
Hotel, Indianapolis, Ind.; Iowa— 
J. E. Wm. Prescott, Hotel Fort 
Des Moines, Des Moines, Iowa; 
Los Angeles, Calif.—Fred A. 
Yeaton, 400 No. Normandie Ave., 
Los Angeles, Calif.; Michigan— 
G. R. Holst, La Fayette Bldg., De- 
troit, Mich.; New York—H. J. 
Herron, 319 Canal St., New York 
City, N. Y.; Northwestern—E. A. 
Bailey, 2880 James Ave., So., 
Minneapolis, Minn.; Ohio—Rich- 
ard Hock, 315 Wesly Block, 101 
No. High St., Columbus, O.; Pa- 
cific Coast—Sol Peiser, 268 Mar- 

7 Calif.; 
vania—Goodman Yorkin, 
2223 Wightman St., roe 














Pa.; Philadelphia Wm. 
Schoell, 119 So. 4th St., Phila., 
Pa.; Rochester—Clarke B. Rowley, 
53 Belmont St., Rochester, N. Y.; 
Southern—F. W. Stanton, 2078 
Commonwealth Ave., Auburndale, 
Mass.; Southwestern—W. L. Mit- 
chell, 623 Ogden St., San An- 
tonio; Wisconsin—C. W. Johnson, 
6Ist St., Milwaukee, Wis. 








Buford Mc- 
Whirter, past 
president of the 
N. S. T. A., who 
represents the 
Interstate Shoe 
Co., with head- 
quarters at 
Room 302, Hotel 
Missouri, 
St. Louis, and 
who for many 
years was sec- 
retary of the 
Southwestern Shoe Travelers and did 
much for the upbuilding of same, 
was present at the recent big Dallas 
meet. The association now has 156 
members. 


Buford.McW hirter 


OS ANGELES shoe travelers will 
have a big smoker on April 20 
at one of the local hotels. Moving 
picture stars will entertain. A fine 
jazz band will toot. Later on, the 
women folks will be entertained with 
some sort of an affair. “They are 
getting more alive here all the 
time,” says the Observant Citizen. 


F. McCABE, who covers Mis- 

@ souri, Arkansas, Oklahoma 

and Texas for the Jellerson-Rafter 

Company of Norway, Me., showed 

this line at the recently held Texas 
convention. 


George Greg- 
ory, who has 
been busily at 
work for the 
past few months 
producing 
a “snappy” line 
for the Carlisle 
Shoe Co, 
showed his new 
creations at the 
Washington, D. 
C., Style Show 
recently, and re- 
ports a flattering response to same. 
Many of George’s friends in the 
trade have been inquiring of late as 
to his shoe whereabouts and activi- 


George Gregory 


| ties. And so here he is, “discovered.” 
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@ sents the Huntington Shoe & 
ther Co. to the jobbing, chain 
store and volume trade, spread his 
line at the Elks’ Club, Boston, last 
week. Jack says that his house is 
‘playing up the young men’s game 
very strongly,” with many colors, 
such as blonds, parchments, grays, 
tans and red trims in the samples. 
From his country-wide travels from 
coast to coast and gulf to lakes, he 
makes the deduction that 1927 will 
be a good sports shoe year. 


J. sents KARGER, who repre- 


RED SNYDER, who covers Ne- 

braska, western Iowa, Kansas, 
Colorado, Arizona and New Mexico 
for the Jellerson-Rafter Co. of Nor- 
way, Me., showed this line in Den- 
ver recently, and reports an en- 
thusiastic response from the trade 
on same. 


N interesting motion passed at 
the recently held N. S. T. A. 
Convention. was “to let down the 
membership bars” in order to in- 
crease membership and to admit 
“into the fold” as members of the 
National and participators in the 
N. S. T..A. group insurance al! trav- 
eling salesmen selling footwear, in- 
cluding shoes and rubbers, to the 
retail and jobbing trade; salesmen 
of leather, lasts, patterns and find- 
ings, including hosiery, as well as 
all trade journalists. 


HE reception and dinner given 

by the Southwestern Shoe Trav- 
elers’ Association Sunday night, Jan. 
30, in the Palm Room of the 
Adolphus Hotel, Dallas, was, accord- 
ing to the opening remarks of R. E. 
Bell, president of the association, 
one of the largest in point of at- 
tendance. Representatives from all 
branches of the industry were pres- 
ent and for the first time the ladies 
participated in the affair. R. E. 
Bell presided. Pratt M. Harris, 
chairman of the entertainment com- 
mittee, introduced Dr. T. O. Perrin, 
pastor of the Presbyterian Church 
of Dallas, as toastmaster. After a 
short inspirational discourse, Judge 
Marvin H. Brown of Fort Worth, 
intimately known among shoemen 
everywhere, was presented. Judge 
Brown referred to his recent trip 
to New York as a journey to “for- 
eign fields.” ‘His uproariously hu- 
morous negro stories convulsed the 
audience. A. H. Gueting, president 
of the National Shoe Retailers’ As- 
sociation, in his remarks lauded the 
aggressiveness of Dallas and the 
Southwest and paid a fine tribute to 
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J. “Jack” Karger, who covers the 
big trade of the country for the 
Huntington Shoe & Leather Co. 


the development of its opportuni- 
ties. He commended the shoe trav- 
elers for their efforts in the up- 
building of the industry. He urged 
their cooperation in support of as- 
sociation work and stated that the 
entire trade should be considered 
only from that light. Judge Wm. 
H. Atwell of Dallas and DeWitt 
McMurray, editor of the Texas Farm 
News, also spoke. 


HAS. A. (“DOC”) MODER, 

representing G. P. Crafts Co. in 
California, has taken over the stock 
and lease of the Diamond Boot Shop, 
located at 231 West Third Street, 
Los Angeles. For many years this 
store has been known as a corrective 
shoe store for men and women, and 


When “Making” Fior- 
ida, Ask for Commer- 
cial Rates 


R. P. Alderson writes from 
General Delivery, Tampa, Fla., 
that he has been traveling this 
State for the past two years 
and has found that several 
hotel proprietors have offered 
commercial rates te him. Mr. 
Alderson suggests that shoe 
travelers covering Florida 
show their N. S. T. A. mem- 
bership cards and ask for 
“commercial rates.” Mr. Al- 
derson has ever the best in- 
terests of the shoe travelers 
at heart. He sends all his 
best regards and best wishes 
7 — shoe business for a big 
1927 


49 


will be continued along the same 
lines, only that the store will be 
known as “Moder’s Doctor Shoe 
Store.” “Doc” will continue calling 
on his trade in Southern California 
with Crafts shoes; he has added 
more territory, and has Emil Kappel 
as his assistant. It looks as though 
“Doc” had outlined for himself 
enough activities during 1927 to 
“keep him humping,” and, as we all 
know, “Doc” was recently again 
elected “Prexy” of the Shoe Men’s 
Club of Southern California. But 
he only says, “Shoot, I’m ready.” 
Here’s wishing “Doc” Moder suc- 
cess. More power to you, Charles A,! 


AWRENCE D. POORE, who has 
traveled New York State with 
the Beacon Falls Rubber Shoe Co.’s 
line for the past 14 years, has been 
transferred to the Connecticut terri- 
tory for the New England branch of 
this house. Mr. Poore is a New 
Englander, born and raised in Hav- 
erhill, Mass., and was in the whole- 
sale shoe business there for some 
time. 


JACOBSON and M. Cefkin, 

@ representing Bell Bros. and 
Belgrade McKays, will show at the 
Ohio Valley Shoe Retailers’ Associa- 
tion convention, to be held at the 
Neil House, Columbus, Ohio, Feb. 
21-23. Their room number is 280. 


OE KALISKY, who represents 

Thompson Bros. Shoe Co. of Cam- 
pello, Mass., in “The Windy City,” 
believes that “All work and no play 
makes not only Jack, but Joe, a dull 
boy.” And so, annually, Joe takes 
a worthwhile vacation. This time, 
he left Chicago on Jan. 11, arrived 
at Daytona Beach on Jan. 13, then 
on to Miami, from there to Key 
West, then to Havana, Cuba, on to 
Kingston, Jamaica, and then “home- 
ward bound” via New Orleans, due 
back on the job about March 5. 


ALES representatives and educa- 

tional men of the Scholl Mfg. Co., 
Inc., recently met in two enthusias- 
tic conventions, the Eastern men at 
the Hotel Pennsylvania in New York 
and the Western at the Great North- 
ern Hotel in Chicago. The company 
reported 1926 a prosperous year, and 
all of the speakers, who included E. 
J. Hartung, Western salesmanager, 
and Dr. Ernest Williams, said that 
the 1927 outlook was exceedingly 
good. Dr. Wm. M. Scholl, founder 
and president of the company, by 
making flying trips on fast limited 
trains, attended and addressed both 
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SNUGLERS 





NUG-LERS hav-é @® CAVEOS As 


charm and distinc- 
tion. Dainty and color- 
ful, they have proved a 
great success in attract- 
ing feminine trade. 


Buy Snug-lers. Buy 
them when the Snug-ler 
salesman is in your store 
and insure for yourself 
a complete stock when 
your demands arise. 


United States Rubber Company 











, 1927 
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Season with 


“Tell-You-How” 


Trim 
A Three-Day Window 


onstration by Young Woman 
from Beacon Falls Factory 


Sells More Pairs 


HEN Tom Childs of Hol- 
Wives Mass., put on his three 

days’ rubber-shoemaking 
window display Nov. 18-20, 1926,~he 
“started something different” for 
the folks of the Berkshires. “This 
display certainly attracted a great 
deal of attention,” said Mr. Childs 
in a recent interview. “Owing to 
the dry weather conditions, we did 
not sell rubbérs that week, but the 
window demonstration, together 
with the newspaper publicity and 
other advertising, surely impressed 
our clientéle with the fact that we 
sold Beacon Falls rubbers, and that 
they were good rubbers. The trim 
had educational merit, inasmuch as 
it told the people of this community 
how many processes were necessary 
in making rubbers, and the folks 
realized that, taking into considera- 


Tom Childs Opens 
37th Rubber Shoe 
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Dem- *™ i 


assembling. 


Thos. S. Childs, Inc., Holyoke, Mass., devoted this window on Nov. 18, 
19 and 20 to a rubber shoemaking display. 
from the Beacon Falls Rubber Shoe Co.'s factory fitted the material 
for the various parts over the lasts in full view of the many lookers-on. 
Black and white cards called attention to the merchandise, and smaller 
cards explained the different processes as the demonstrator did the 
A blue plush cloth covered the work bench, and yellow 
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yal Re gs 


A young woman worker 


“crepe paper streamers gave a pleasing color combination 


tion all of the work necessary in 
creating a rubber shoe, this product 
was reasonably priced. Of- course, 
the display occupied all of one of 
our wiridows for several days, and 
the advertising cost something; but 
we feel as if this publicity concen- 
trated the interest of the buying 
public in the rubber department of 
our store, and we also feel that we 
have obtained results ever since. 

“If any merchant wants to sacri- 
fice the window space, I certainly 
think that it would be helpful to his 
rubber business to arrange for a 
rubber-shoemaking demonstration. 
The Beacon Falls Rubber Co. sent a 
splendid demonstrator and gave 
every possible cooperation.” 

Mr. Childs has been selling rubber 
footwear for men, women and chil- 
dren for 37 years. He believes in 


+ 


This photo shows the crowds that were put into a better buying mood, 
footwear-protection wise, as the result of the educational window which 


Thos. S. Childs, Inc., Holyoke, Mass., 


devoted, during the days of Nov. 18, 


19 and 20, last, to telling the public just how a rubber shoe ts made 





doing things systematically and 
making the best possible display de- 
partmentally. For instance, early 
each winter, or in the late fall, he 
turns his basement into a rubber 
shoe store. Thus he segregates this 
stock, which makes for its greater 
appeal to the public. The basement 
entrance is directly opposite the 
front door of the store, and is as 
accessible as any part of the main 
floor of his establishment. In the 
summer this basement is given over 
to a display of white shoes. He does 
this regularly, year in and year out, 
just as every year he conducts his 
mid-winter clearance sale. Mr. 
Childs has found that continuity— 
the doing of some specific thing 
every year, at a certain time—pays. 


R. CHILDS and his rubber 

buyer, Don R. Young, are firm 
believers in style in overshoes. They 
say that they think the plan of the 
rubber companies in putting fashion 
into gaiters is a good idea. All rub- 
ber men admit that “fancy gaiters” 
are coming more and more into a 
strong demand, although they say 
that there is still the biggest call for 
“the bread-and-butter” four-buckle 
types. However, Mr. Childs says: 
“Since the clearing of the sidewalks 
after the first blizzard early in De- 
cember, there has been a strong de- 
mand for Raynboots. The old-fash- 
ioned buckle arctics are getting out 
of date for ‘The Women Who Follow 
the Styles,’ and many who have 
buckle and other varieties which are 
not yet worn out buy an extra pair 
of the short-topped ‘cuff’ gaiters in 
order to bein style. The ‘Zipper’ was 


the premier seller in woven’s gaiters, 
and men and children are calling for 
this pattern more and more.” 












IN STOCK 
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Boston 


241 Congress 
Street 

























IN STOCK 
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New York 


106 Duane 
Street 
























EMARKABLY light in weight—really 
featherweight, declare its enthusiastic 
wearers—yet its soft, pliable top can be 
folded and re-folded with no danger of 
cracks or breaks. So compact when folded 
that it slips comfortably into a roomy coat 


pocket. 


on you. 
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The “prize” fishing boot 





Mr. INDEPENDENT 


Two Top Notch winners thda 





Top Notch 


Trouter Boot 






.Note the design of the sole—a special 
non-slip construction that assures sure- 
footing in the slipperiest places. 

Feature the Trouter Boot for the fishing 
season. It will bring you extra sales at a 
good profit, and make your store known as 
the headquarters for sportsmen’s footwear. 


EXTRA—Latest news on Women’s Novelty Gaiters 
The Top Notch 1927 line is right up to the minute on the novelties. 
So varied in colors and design we can’t attempt to show them here. 
Write our nearest branch if the Beacon Falls salesman hasn’t called 





at 


1152 Penn 
Avenue 
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JIKETAILER... 


hdan help your profits now 


Top Notch 
Grip Sure 





: The best-known sports shoe 
OT only the best known but also the and its distinctive features. 
g best made. Among the crowd of You do more than make a sale when a 
"4 cheap canvas shoes on the market to-day, customer walks out of your store with a pair 
Grip Sure stands out as the one shoe that of Grip Sures. You add to your reputation 
4 has maintained its quality, its serviceability as “the store that sells better footwear.” 


protects you against cut price competition on Top Notch footwear from 
your volume competitor. 


[ The Top Notch “one-price-to-all” policy preserves your full profit— 
THE BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber and Canvas Rubber Sole Footwear 
Beacon Falls, Connecticut 





IN STOCK 
at 
Chicago 
208 So. Jefferson 
Street 





















IN STOCK 
at 
San Francisco 


530 Howard 
Street 


















IN STOCK 
at 
Minneapolis 


426 Second 
Ave., North 











IN STOCK 
at 
Kansas City 
926 Broadway 























BOOT AND SHOE RECORDER February 12, 1927 


JEFFERS ON’S DEA U VILLES 


Completely satisfy merchandisers serving the smart set 


Every merchant selling the better trade must have the new 
DEAUVILLE SANDALS, imported from France and Austria by 
JEFFERSON IMPORT CO. In the wide range of chic, new woven 

designs, carried IN-STOCK by the Jefferson 

Import Co., you will find selections totally dis- 

tinctive and far superior to any other offerings. 

Priced right, too! 


JEFFERSON ico) QUALITY 


HIGH AND LOW HEELS IN LEATHER AND CREPE RUBBER SOLES 
JEFFERSON IMPORT CO., Inc: 
47 WEST 347 STREET (Marbridge me) NEW YORK CITY 
AA 


Riviera 





NEW, WANTED, COLORED LEATHERS— 
IN STOCK IN 3W’s LENOX McKAYS 
IN THIS POPULAR ONE STRAP SANDAL 


Cherry Patent Vamp and Quarter, Patent Colt Throughout 
Alligator Strap and Cut Out. 4581 8% to 11 
4590 8% to ll ; 5581 11% to 
5590 11% to : 6581 Broad Toe, 2 
8590 (Covered Heel) A 8581 Medium Toe, Covered 
2% to : é Heel, 24% to 7 





Cherry Patent Vamp and Quarter, [) y ; 

Paisley Strap and Cut Out. an. Rose ‘ rag ‘ Vamp — — 
4599 8% to 11 aa , my peep ane ee 
5599 11% to 4598 8% to 11 


6599 (Broad Toe) 2% to 6... 2. 5598 1114’ to 
6598 2% to 


Cherry Patent Vamp, Alligator No. 5581 
Quarter Strap and Cut Out. - Black Patent Colt, Paisley Strap and 


4589 8% to 11 : Cut Out. 


5589 1144 to 5 
8589 (Covered Heel) 4597 8% to lil 
2% to 6 * 5697 11% to 


WEIMER WRIGHT & WATKIN CO. 


39 S. Second St. Philadelphia, Pa. 
FACTORY—ANNVILLE, PA. 


Sole Distributors for New York and Vicinity 
Merritt, Elliott & Co., 182 Duane St., New York. 
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Milwaukee Retailer Sees Big 
Demand for Black After Easter 


J. C. Michaels Believes Early 
Sale of Colors Will Pave 
Way for Black Demand 
Later 


MILWAUKEE.—A probability that wo- 
men’s footwear will swing toward black 
at Easter is seen by J. C. Michaels, 
manager of the shoe department at the 
Boston Store, and in view of his opin- 
ion, Mr. Michaels said he is buying 
footwear with that fact in mind. He 
believes that the early buying of colors 
by the women indicates that about that 
time they will be ready for black. Fur- 
ther, he thinks that if the trend toward 
blacks does not come at Easter, it will 
be about six weeks earlier in the sum- 
mer season than it did last year. Mr. 
Michaels anticipates that black ponte 
and satins will be in good demand 
should the color trend switch suddenly. 
Patents have been moving good at the 
Boston Store, according to Mr. Mi- 
chaels, during January, and brown kids 
have been moving better than any 
other color in the department. There 
has been a noticeable buying of darker 
shades, he said. New Spring styles are 
already being shown and colored kids 
are moving the best of the new foot- 
wear. Tans will be good for men for 
the Spring and Summer, in Mr. Mi- 
chaels’ opinion, and he looks for tans 
to move 60 i sag cent and blacks 40 per 
cent. Blonds should be good in the 
cheaper shoes but will not do as well 
in the higher grades, he believes. 


Remodeling Shoe Dept. 


JACKSONVILLE, FLA.—Cohen Bros. 
have definitely decided on their plans 
for remodeling and enlarging their 
women’s shoe department, according to 
Buyer T. W. agle. The new de- 
partment will have a 60-ft. fronta 
on the street and will be about 84 ft. 
deep. This will means that the depart- 
ment will have three separate en- 
trances directly from the street. The 
men’s shoe department will be moved 
over to the men’s section of the store. 
Mr. Beagle expects to have his new 
department in full running order by 
July 1. 


" New Shoe Stores 


oar F. Bradburn Co., Oklahoma City, 
Okla. 

Goodman Shoe €o., 13 Hudson St., 
New York City. 

Wise Shoe -Store, corner West and 
Washington Streets, Boston (reported 
will open here soon). 








Women’s Dept. Added 


GREEN Bay, Wis.—A women’s shoe 
department has been added to the vari- 
ous other departments of women’s 
ready-to-wear at the Sommers’ Shop in 
this city. It will be in charge of Ar- 
thur Nightingale, who has had fifteen 
years’ experience in the shoe business. 
He has deen located in Green Bay for 
the past four years. Only ladies’ shoes 
will be carried by the store, and all 
styles and kinds of footwear will be 
featured. 


Boston Retail Salesmen 


Hear Shoe “‘Hows”’ 


Boston—The Boston Retail Shoe 
Salesmen’s Association met at Mars- 
ton’s Restaurant on Monday, Feb. 7, 
and after six-o’clock dinner, spent a 
profitable and entertaining two hours 
or more listening to the following 
speakers: I, B. Howe of A. H. Howe 
& Sons, and vice-president of the Na- 
tional Shoe Retailer’s Association, who 
gave a talk on the recent Chicago con- 
vention, with “Miss Boston and Her 
Foot Wear for the Occasion as to Style 
and Fit, for Spring, 1927,” as the prin- 
cipal theme. r. Howe told the sales- 
men what Miss Boston will wear for 
the days of March, April and May— 
for sport; for day-time wear—for the 
afternoon—for dress, and for the 
evening. He said that the colors will 
be black and white, black; gray and 
black in combination, and or the dance, 
a silver satinée kid, with flexible rhine- 
stone, “criss cross” straps, will be one 
of the favorite numbers. 

Jorn E. Swift, attorney-at-law, of 
Milford, Mass., and Boston, talked on 
“Legal Highlights,” and Dr. Vinson 
Guy, pediatrist of Boston, gas an illus- 
trated talk on “Foot Fitting as It Re- 
lates to Foot Health.” 


Saunders at Smith’s 


Boston—A. Saunders, for the past 
13 years shoe buyer for Butler’s De- 
partment Store, and for nine years be- 
fore that shoe buyer for W. A. Bacon, 
with a wide acquaintance in the trade, 
is now shoe buyer for Timothy Smith 
& Go.’s big department store in the 
Roxbury district. Mr. Saunders took 
up his duties on Feb. 7. He will buy 
a general line of men’s, women’s and 
children shoes and rubbers, as well as 
leather goods and umbrellas. He says 
that “Timothy Smith’s is out” to do a 
big footwear business. 





R. H. Moore, Elected 


Rochester Shoe Head 


RocHester, N. Y. (UTPS)—R. H. 
Moore of Gould, Lee Webster, Inc., 
was elected president of the Rochester 
Retail Shoe Dealers Association at the 
annual meeting held at the Chamber of 
Commerce last week. He succeeds 
Frederick Myers of Myers Shoe Store. 

Other officers elected were: first vice- 
president, Leonard Goldstein, B. For- 
man Company, reelected; second vice- 
president, Henry A. Teich of I. Miller 
~e -4 third vice-president, Ernest 
R. Park, of Park-Brannock Stetson 
Shop, reelected; secretary - treasurer, 
Allan B. Draper, Pidgeon’s Shoe Store, 
reelected. 

There was an informal discussion of 
trade conditions centering about styles 
in arctics for next year. Representa- 
tives of two manufacturers were pres- 
ent and displayed several advance 
styles showing a trend toward colors in 
arctics and a discontinuance of the 
high arctic with automatic and buckle 
fastener in favor of the low cut over- 
shoe, tailored close to the foot and re- 
quiring no fastener except a snap at 
the top. 

It is expected at the February meet- 
ing that plans will be made for the an- 
nual winter dance of the association. 
A committee will be appointed to ar- 
range a program for the year’s work 
and an effort will be made to induce 
every shoe merchant in Rochester to 
join the association. 


New Walk-Over Store 


CLEVELAND, OHIO (UTPS)—D. 
Graffis, manager of the Walk-Over 
Shoe Store at 1020 Euclid Avenue, an- 
nounces that on or about Feb. 26, 1927, 
a new Walk-Over store will be opened 
up at 10103 Euclid Avenue. 

Paul MacDonald, present assistant 
manager of the Walk-Over store at 
1020 Euclid Avenue, will assume 
charge as manager. Mr. MacDonald 
has served in his present capacity for 
about three years. 


Wildfeuer Ball Feb. 20 


New YorK.—The Wildfeuer Broth- 
ers Employees Association will hold its 
annual ball in the Grand Ball Room of 
the Waldorf Astoria Hotel, Sunday 
evening, Feb. 20, beginning at 8 o’clock. 

These annual affairs of the associa- 
tion have been very widely attended in 
the past and have become get-togethers 
for the entire shoe trade.in New York. 

This year Johnny Johnson’s Club 
Mirador Orchestra has been engaged to 
supply the music for the ball. 
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Its Use 
by a Majority 
of the Select is 
Final Proof of its 
Excellence 


SETON LEATHER COMPANY 
NEWARK, N. J. 


Represented in all Shoe 
Trade Centers 
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Clearance Sales Still 
Lead in Detroit 


DETROIT.—Clearance sales continue 
to hold the front in Detroit shoe stores. 
Sales this year have, generally consid- 
ered, been the usual stimulant to Janu- 
ary business. As Mr. O. A. Day, gen- 
eral manager R. H. Fyfe & Co., said: 
“If we did not hold a clearance sale in 
January, from where would we get our 
business?” With most stores sacrific- 
ing profits, it would be unwise not to 
join the crowd, if not lead it. 

Sales have proved to be good leaders 
to regular business. A manager of a 
men’s store reports that 70 per cent of 
their business during the two weeks, 
January 10 to 22, was on regular goods 
at regular prices, and 30 per cent on 
cut-priced offerings. “Every man does 
not want ‘sale’ shoes,” he said, “and we 
have proved this as a fact. Merchants 
who cut prices on all lines at clearance 
time are making a big mistake. They 
really defeat the aim of the clearance 
sale when they do so. If men can buy 
the best lines at cut prices, they will 
not buy those the merchant wants to 
dear.” 

An instance of the effectiveness of 
cut was seen in the past week. 
R. H. Fyfe & Co. had about 300 pairs 
of women’s four-buckle black goloshes 
that had been offered at $1.95 in their 
Pre-Inventory Sale and had not sold, 
due to the call for colors and novelties. 
These were offered at $1 a pair, and in 
one morning the line was practically 
cleaned out. The sales were made to a 
class that were usually not seen at 
Fyfe’s, and it is probable that some of 
these will become customers of the 
store in the future. 





Transfer Shoe Dept. 


MILWAUKEE.—The shoe department 
of Gimbel Bros., department store at 
Milwaukee, has been transferred from 
the south end of the main floor to the 
second floor, the change being made to 
provide room for another department 
on the first floor. Ladies’ and chil- 
dren’s shoes are located near the ladies’ 
apparel department. The men’s shoe 
section is temporarily located on the 
second floor but will probably be moved 
to the third floor in the men’s clothing 
department in the near future. 





New Store for Levy’s Inc. 


JACKSONVILLE, F1La.—Levy’s, Inc., 
is branching out in a brand new four- 
story store that is being built for them 
opposite the Windsor Hotel on Hogan 
Street. Tom Chrittendon, who op- 
erates a number of shoe departments 
in the South, is to have the shoe de- 
partment. It is thought that the new 
ey te be ready for occupancy by 

pt. 1. 


Richmond Store to Move 


RICHMOND, VA. (UTPS)—The Bos- 
ton Shoe Store, which now is located 
at 211 East Broad Street, Richmond, 
Va., has leased, for a long term of 
years, the store at 410 East Broad 
Street, and will move into its new home 
in the near future. 








inn. 
us, 
Macon, Ga. 


Des Moines, Ia. 





Gatherings of the Clans for the Next Two Months 


February 14, 15 and 16—Northwestern Shoe Retailers Association Convention, 
St. Paul, M 
F a7 7 22 and 23—Ohio Valley Shoe Retailers Association Convention, 
olumb 
March 7, 8 and 9—Southeastern Shoe Retailers Association Convention, 


March 15, 16 and 17—Iowa State Shoe Retailers Association Convention, 











Color Meet Feb. 16 


New YorK.—A meeting of the color 
committees of the various branches of 
the shoe trade with the Textile Color 
Card Association to select a list of fall 
footwear colors has been tentatively 
scheduled for February 16. 





Poor Fitting Shoes 
on Wisconsin Women 


ArcapiA, Wis.—Only 14 per cent of 
the women in Trempeleau County have 
a good fit in shoes, while 55 per cent 
have a fair fit, and 31 per cent have 
poor fits, according to records com- 
piled by County Agent W. S. Comings, 
who recently conducted a campaign on 
“Better Shoes for Better Health.” The 
campaign was conducted principally 
for the school children to see that they 
were properly fitted with shoes, but it 
was also extended to adults. 

Forty per cent of the men examined 
had good fits in shoes, while 46 per cent 
had only a fair fit, and 14 per cent had 
poor fitting shoes. Of the boys exam- 
ined, 45 per cent were well fitted, 28 
per cent had fair fits, and 27 per cent 
were poorly fitted. The record for the 
girls showed that 32 per cent of them 
had good fits, 41 per cent only fair, and 
27 per cent poor. 

About 80 per cent of the schools in 
the county were visited during the cam- 
paign and talks were given at each one, 
and the teachers and school officials in- 
structed in what good fitting is so that 
they may see that children under them 
are being properly fitted with shoes. 
The movement was not one to adver- 
tise any particular establishment or 
brand of shoes, but to aid in preventing 
illness among children caused by im- 
a fitting footwear. 

r. Comings was assisted in his 
work by students in the home economics 
department of the college of agricul- 
ture, University. of Wisconsin. 


Fire in Rochester Store 


N. Y. (UTPS).—La 
Tours, East Avenue shoe store, was 
seriously dama: by fire last week. 
Although fire officials estimated the loss 
at only $500, store officials declared it 
was approximately $10,000. A fire in 
the basement released the automatic 
sprinkler system, and the water seri- 
ously damaged a large stock of shoes 
stored there. Smoke and water also 
caused heavy damage to the stock on 





display in the store. 





Cincinnati Sales 
Draw Big Trade 


CINCINNATI.—Sales were the rule 
rather than the exception in Cincinnati 
the past week. They were well attended 
and sales reported “good.” No partic- 
ular styles were in demand—every- 
thing atractive was readily sold if the 

rice was likewise attractive, and the 
atter part of the week saw sizes con- 
siderably broken in most shops, and 
customers taking whatever they could 
be fitted to. If any one thing was 
asked for, it might have been patents 
with or without trim, which seems to 
be holding its own somewhat to the 
surprise of the retailer as well as the 
manufacturer. Some few shops not 
holding sales report customers coming 
to them from sales where they were 
unable to be fitted, thus giving them 
business which was perhaps unexpected 
for the week. 

Business in the men’s departments 
has not been heavy. The conservative 
styles are favorites but light shades 
will be shown for spring wear, with 
some blond shades. Broader toes and 
some fancy trims will be displayed, 
but how popular these will be is yet to 
be determined. 

Most merchants will now be showing 
the spring styles in great number, in- 
cluding sport shoes, which are expected 
to move early. Shark leather is being 
shown with the new reddest abbo pat- 
ent. Mottled lizard calf trims a three- 
eyelet tie of Sandoon kid and a shoe 
worked out in two leathers and piped in 
gold or silver kid, bronze or blank pat- 
ent, is sure to be popular. Scalloped 
inlays and overlays as well as cut-outs, 
are shown in varying effects. 


Leake Goes with Byck 


ATLANTA, GA. (UTPS)—E. W. Leake, 
widely known shoe salesman who for 
many years has been connected with 
Byck Brothers & Co., retail shoe deal- 
ers, has been appointed director and 
manager of the Atlanta branch shoe 
store of the Nisley corporation. He 
replaces E. V. Becker, who goes to 
Kansas City, Mo., to take charge of the 
Nisley interests there. 








William L. Schell Dies 


ATLANTA, GA. (UTPS)—William L. 
Schell, 55, veteran shoe salesman, died 
at his home here recently (Jan. 28) 
after an extended illness. 
was mana of the Cantilever Shoe 


Store. Prior to that connection he 
was with the Carlton Shoe & Clothing 
Company for 25 years. 
vices were held here. 


Funeral ser- 
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cA REAL WORK OF A 


The new dignified #3 SQUARE FAsT COLOR EYELET, of DIAMOND 
BRAND quality, is one of the prettiest eyelets that has ever been 
manufactured. 
This stylish eyelet can be supplied in black and all standard colors. 
We recommend it to your careful consideration, knowing full 
well that you will adopt it. 
This attractive eyelet has our usual guarantee for quality, service 
and distinctiveness. Tone up your Summerweight shoes with this 
neat eyelet. 

UNITED FAST COLOR EYELET COMPANY 


205 LINCOLN STREET, BOSTON, MASS. 
Manufaurers of 


DIAMOND BRAND Viuible FAST COLOR EYELETS 





Look for the 
“Diamond @ Trade Mark 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 


The leather market 
Boston has been a little more 
active this week. Sole leather is in 
demand, with prices tending to a 
slight advance. Upper leather de- 
mand has improved, with black pat- 
ent and black kid in better call than 
for some time past. Manufacturers 
of all grades of women’s shoes were 
“shouting” for black and white com- 
binations the past week. Not only 
has upper leather been selling well 
of late for shoes and bags, but for 
women’s fancy belts—in gold and 
silver kid, in black and white, and 
other combinations. 

Manufacturers of women’s shoes 
are working on an increased volume 
of orders, and are anticipating a 
Pbusy season. The wholesale shoe 
trade is continuing its satisfactory 
activity of the past month. Sample 
rooms display many women’s models 
in high tongues, small bow-trimmed. 
There are interesting numbers in 
shell gray and water lily. In men’s 
shoes, in addition to shades of me- 
dium tans, there are many fanciful 
models in sport shoes, among them 
white with flowered leather trim. 
In children’s, misses’ and growing 
girls’ shoes, rose blush and patent 
leather, in three or four-eyelet ties, 
are reported as strong in the de- 
mand. 


D anuar 
Milwaukee 72°77" 
month, according to Fred A. Mayer 
of the F. Mayer Shoe Co., Milwau- 
kee, but business is improving now 
and should be good for the balance 
of the season. Collections during 
January were also slow, but they 
remained ahead of a year ago. The 
Walter J. Booth Shoe Co. reports 
that advance orders for spring 
styles are being received in good 
volume—ahead of that of last year. 
Blacks are still selling for immedi- 
ate delivery. Tans are the prevail- 
ing sellers. Blonds are fair. Pro- 
duction is being maintained at full 
speed at the Harsh & Chapline Shoe 
Co. plant, says H. A. Unke. Present 
indications point to an _ excellent 
year. Blonds and sport styles are 
the best movers right now and tans 


Leaders’of Industry 


are also going well. Blacks still 
hold strong. Pumps and sport foot- 


‘wear are moving best at the Huth & 


James Shoe Manufacturing Co. and 
the trade is swinging to the pastel 
parchment shades now, says E. C. 
Huth, secretary-treasurer. Rose 
blush has also been a good selling 
shade. Machinery is now in transit 
which, when installed, will boost the 
production up to 1200 pairs a day. 
The new equipment will be installed 
and ready for operation about 
March 15. 


e Two of Chicago’s 
Chicago leading manufac- 
turers of men’s footwear have ex- 
pressed themselves as being some- 
what disappointed with the January 
business, but join in voicing the 
opinion that the lull is no more than 
temporary. Lighter colors in men’s 
shoes seem due for a return in the 
spring business and there are more 
numbers in every line of these 
lighter shades than a year ago. 

Most manufacturers are looking 
somewhat apprehensively toward the 
spring business, which will result in 
a tremendous rush for the manufac- 
turers unless larger orders are 
placed than at present. Future or- 
ders are coming in, but not in suffi- 
cient volume to make certain that 
merchants will be well supplied with 
footwear when the season gets close 
to Easter. 

Jobbers are quiet. Few fill-in or- 
ders are being placed and, when 
placed, are in small quantities. The 
demand-is uncertain as to style and 
the novelty lines are somewhat dor- 
mant. Patent leather still holds its 
high place’in the fill-in business. 


About a_ half 
Brockton dozen factories 
which have been operating on five- 
day week schedules have begun 
working Saturday mornings, indi- 
cating a further improvement of 
production locally. Output in the 
factories making the cheaper grades 
of shoes, particularly the smaller 
plants, does not/ seem to gain, how- 
ever, and the stiff competition for 
jobbing orders is said to have made 


itself felt here more keenly than 
ever. Movement of men’s good 
welts and women’s lines is improving 
slowly but steadily. Men’s lines 
show a closer approach to a parity 
with women’s shoes than has been 
the case for some time. 

Increasing numbers of orders for 
the custom toe last which carries the 
higher heel effects indicate a further 
run to these types of shoes, but ex- 
perts here say that the brogue type, 
not, however, with the old square 
type of toe, still is popular, although 
it has been outstripped by the more 
dressy style. Job shoes, likewise, 
are in more popular demand with 
the narrowing toe. 

Two-thirds of the shoes are being 
made in strap effects, and there are 
many cut-out patterns. More sport 
shoe orders came in during the week 
than for some months, the bigger 
call coming from the South. Mid- 
Western and steel region business is 
fairly good. 


Manufacturers 
are showing to custom- 


Lynn 
ers new samples of shoes for after 
Easter, or late spring and early sum- 


mer. Familiar styles, as proclaimed 
by the charts and as presented at 
the style shows, will continue in 
good standing until Easter, and the 
shops of Lynn will continue busy 
making them until March 15, or 
thereabouts. After that, the making 
of summer shoes will begin. Pos- 
sibly there will be a filling in on 
blacks, especially patents, business 
in which has lately shown some in- 
crease. But it is not telling any 
secrets nor exposing the strategy of 
styles to say that Lynners will try 
out new shoes of most brilliant 
colors, in lacquer, lustre and patent 
finishes. Some of these colors are 
so vivid that they need no trim- 
mings. 

In patterns, some good style 
makers are departing from the 
conventional designs in straps and 
are presenting straps that curve in 
the most unexpected ways. Ties 
continue good. But it looks as if 
pumps and sandals would gain for 
summer. 
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Talking 
Windows 
Make 
More 
Sales 
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Window Cards that sell Shoes 


EXCLUSIVE and INDIVIDUAL IN APPEARANCE 
UNUSUALLY ATTRACTIVE and ARTISTIC 


4 BEAUTIFULLY EMBOSSED ART 


LEATHER FRAMES (like above) O 
d 
8 CARD wars EACH MONTH $ ; O ney mon th 


50 BLANK PRICE TICKETS 


Double Service: 6 Frames and 12 Cards per Month - $4.00 Per Month 
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° ¢ e Cincin- 
Cincinnati gti ‘shoe 
manufacturers report that produc- 
tion has been holding up well and 
orders for early shipments have been 
readily cared for. The men now on 
the road are sending daily orders, 
although not as large in proportion 
as earlier sales. Certain localities 
have had quite a slump in retail 
sales and buyers are awaiting the 
outcome. This, however, is consid- 
ered a natural condition at this time 
of the year and will soon be offset 
by spring days and warmer weather. 
The advance orders of colored kid 
shoes for early wear were not mer- 
chandised as rapidly as was ex- 
pected, largely due to weather condi- 
tions and which brought about a 
demand for black shoes not fully ex- 
pected by some buyers. Orders re- 
ceived daily show patents with 
blending trim still being well repre- 
sented. The trade mark and cor- 
rective footwear, where stock de- 
partments are maintained by local 
factories, are showing a good in- 
crease over former seasons. 

E. H. Lawrence of the Stanley 
Duttenhofer Co. reports that busi- 
ness has been exceptionally good so 
far this year, with production up to 
the limit. The sale of welts has 
been very satisfactory, equaling that 
of the McKays. Colored kids are at 
present in the lead, with parchment, 
rose blush and steel gray very active. 
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Colors and Blacks Both Pre- 
dicted for Summer 
By E. C. Hyde 


Style Manager, International Shoe Co., 
St. Louis, Mo. 


The feeling 
prevailing at the 
Dallas conven- 
tion, which, of 
course, reflects 
the attitude of 
the Southwest, is 
worthy of serious 
consideration by 
the country as a 
whole, since this 
section of fast 
retail operators 
caters to a spring demand while the 
North is still snow-bound. Beyond 
question the pastel parchment and 
water lily shades will dominate the 
situation from top to bottom, but 
patent with colorful trimmings 
should not be neglected. Shoes must 
be light in effect, light in design and 
light in treatment. 

Highly colored trimmings will be 
very conspicuous at first, but as the 
season progresses the tendency will 
clearly be for trimmings that have 
harmonious blendings to succeed the 
earlier shoes with their contrasting 
flashes of brilliant color. To offset 
these fancy colored shoes and black 
shoes with fancy trimmings, there 


E. C. Hyde 


61 


should develop after Easter a much 
stronger demand for perfectly plain 
high riding straps and D’Orsay 
pumps in patent and black satin. 
Dainty straps should continue to 
hold first place, with pumps rapidly 
gaining more popularity as the sea- 
son advances. If colors are not al- 
lowed to run strongly through the 
summer it will be the fault of the 
retail shoe trade and not the con- 
sumer. Surely women like colored 
shoes and we cannot possibly offer 
them anything better for hot 


weather wear. 

° The local indus- 
Haverhil try has not yet 
attained volume in the spring sea- 
son’s business and continued delays 
in buying are the cause of some un- 
easiness. Gradual improvement in 
employment and _ production is 
shown, but it was hoped that the 
month would open with better vel- 
ume. The late Easter trading 
period is believed partly responsible 
for this condition. 

The color situation in kid this 
week is cause for some comment, 
rose blush rising to the ascendency, 
sending parchment into second place. 
Grays are also spoken of for late 
season. Increased use of black and 
cherry patent is another develop- 
ment of the week. Patent is to be 
very prominent in the new season’s 
shoes. 








Forty Brooklyn 
Manufacturers 


In Style Show 


Three-Day Event to Be Staged 
at Commodore, May 23, 24 
and 25; Banquet a Finale 


BROOKLYN.—About forty of the larg- 
est shoe manufacturers in the Brooklyn 
térritory will exhibit their styles at the 
nee style show being sponsored 
by the Shoe Manufacturers Board of 
Trade of Greater New York, to be held 
at the Hotel Commodore, New York, 
May 23, 24 and 25. 

The first two days will be devoted 
exclusively to the showing of forthcom- 
ing styles. On May 25 there will be a 
banquet and entertainment for visit- 
buyers, in addition to the style show. 

The style show committee is at pres- 
ent composed as follows: 

Theodore Cramer, general chairman; 
George Miller, Joseph Kozak, Justus 
Lattemann, Emil Strassburger, and 
Frank Grossman, chairman of publicity. 

Arrangements are now under way to 
make this the greatest style showing 
the Shoe Manufacturers Board of 





Trade has ever presented. While many 
non-members of the Show Manufactur- 
ers Board of Trade have been invited 
to participate, the showing will be un- 
der the auspices of the Board. 


Florida Shoe Traveler 
Elected to Congress 


ATLANTA, GA. (UTPS)—Boot and 
shoe manufacturers are assured of one 
friend in the Seventieth Congress, 
which convenes on March 4. He is 
Thomas A. Yon, representative-elect 
of the Third Florida district, who came 
here recently to “check out” with M. C. 
Kiser & Company, widely known boot 
arid shoe manufacturers, which he has 
represented on.the road for the past 
twelve and a half years. 

Mr. Yon has never held public office 
before, and was elected directly from 
the road. He expressed regret at leav- 
ing the boot and shoe trade he has 
been so long associated with, but 
pledged his support as far as possible 
to his friends. He also stated that he 
would fight for the elimination of the 
50 per cent Pullman surcharge. 

Since Christmas Mr. Yon has been 
bidding the trade adieu, and after 
“checking out” with his firm he will 
return to his home in Tallahassee, Fla., 





and wind up his personal affairs so 
that he will arrive in Washington about 
mid-February. 


Bender Off to Europe 


NEw YorK.—Jeff Bender, of the Jef- 
ferson Import Company, sailed on Sat- 
urday, Jan. 29, on the S. S. Majestic 
for a five or six weeks’ sojourn in Eu- 
rope. Mr. Bender plans to visit France, 
Germany, Austria, Czecho Slovakia and 
other principal countries where shoe 
novelties and importations are pro- 
duced. He also hopes to make a thor- 
ough investigation of the Deauville 
Sandal proposition while abroad. This 
concern has had a very extensive line 
of sandals of this type for the Spring 
season, and thus far have sold a great 
many pairs of them. 


Shoe Styles Conference 
Last Week in April 


New York.—According to present 
plans the next styles conference will be 
held at the Hotel Astor during the last 
week in April. The exact dates depend 
upon the time that the Grand Ball 
Room of the Hotel Astor will be avail- 
able for use. 





BOOT AND SHOE RECORDER 





February 12, 1927 











WHERE TO BUY 
Men’s Shoes 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION — SALES 


SHOES and RUBBERS 
Bvery Wednesday and Friday 

















SHOE 








(P)  rriczinncg ae 
BROCKTON __. 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


g@. W. COOK, President 
N. Y¥., Ul 8. A. 
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Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 
SHOES 
Brockton, Mass. 









































Schuyler Jones Opens 
New Store in Wichita 


Wicuita, Kan. (UTPS)—The Bon 
Marche Booterie, a shoe store exclusive- 
ly for women, was opened last week 
by the Schuyler Jones interests. The 
shop occupies a space 33 by 35 feet on 
the second floor of the new Brown 
Building at the corner of Lawrence 
and Douglas Avenues, one of the 
busiest intersections in the city. 

The new store, thoroughly Parisian 
in appearance, is modeled after one 
now in operation in New York- City 
and combines all the desirable features 
of Paris’ finest shoe shops. A French 
decorative theme is carried out. The 
room is finished in red, gold and black 
and has luxurious curtain and drapes. 
The seats and fitting stools are covered 
with red and gold tapestry and beveled 
French mirrors have been installed. 
The shelving is finished in duco of a 
harmonizing shade. A suite of living 
room furniture and a file of recent 
magazines are supplied for waiting cus- 
tomers. 

Outside light will be furnished by 
two windows running the entire length 
of the Douglas and Lawrence Avenue 
sides. The windows, which will be 
lighted at night by small spotlights, 
will be used for display purposes, as 
will 40 feet of window space on the 
inside corridor. 

An innovation for Wichita will be 
the gift shop maintained in connection 
with the shoe store. The Bon Marche 
will handle a stock of imported table 
lamps, costume jewelry and similar 
merchandise. 

Schuyler Jones, Jr., manager of the 
new store, says a high quality stock 
at medium prices will be handled. Most 
of the shoes will sell from $5 to $10, 
with featured lines at $6, $7 and $8. 
The stock also will include standard 
and arch relief models. A hosiery de- 
partment, featuring women’s hose at 
from $1 to $2 will be maintained. 





E. W. Addison Dead 


RocHEsTER, N. Y. (UTPS)—Edward 
W. Addison, for fifty-five years a 
prominent shoe dealer of Seneca Falls, 
died at his home in that village Jan. 
28. He was 76 years old and in ad- 
dition to his activities as a shoe mer- 
chant was a trustee and former presi- 
dent of the Seneca Falls Savings Bank. 
Mr. Addison spent his entire life in the 
shoe business, entering the shoe store 
of Stevens & Shaffer while he was 
attending high school. Later he bought 
this store and conducted it until shortly 
before his death, when illness forced 
his retirement. The store is now owned 
by F. R. Gibson.’ 


New Shoe Stores 


R. J. Williams, French Boot Shoppe, 
209 Halcyon Arcade, Miami, Fla. (Sole 
owner, R. J. Williams). 

Marcus & Son, Cherryville, N. C., 
shoe department (reported opening 

Mercantile 


store here). 
Robert Wallace Co., 
Spencer, Ia., shoe department. 
Gimbel Bros., Chestnut Street, Phila- 
delphia, to open new and larger shoe 
department. 





Julian’s Booterie, Harlingen, Tex. 











Allentown Store Expanding 


ALLENTOWN, Pa. (UTPS)—The 
Whitehall Shoe Co., one of the foremost 
shoe retailing stores in Allentown, is 
preparing for another step in _ its 
growth. Now located at 632 Hamilton 
Street, the owners are preparing to 
move to a larger and better location at 
842 Hamilton Street. This is in the 
heart of the business district, on the 
main street, and it offers splendid op- 
portunity for more comprehensive dis- 
play of its excellent lines of men’s and 
women’s footwear. 

The Whitehall Shoe Co. has been lo- 
cated at the present site for the past 
seven years. It was organized twelve 
— ago, and has grown steadily since 
then. 


More Shoes Being Sold 
in N. Y. Dept. Stores 


NEw YorK—Sales of shoes in depart- 
ment stores in the Second Federal Re- 
serve district in December, 1926, ex- 
ceeded those of the previous year by 
25.3 per cent, and for the entire year 
of 1926 were 9.4 per cent heavier than 
in 1925, according to the February 
bulletin of the local Federal Reserve 
Bank. Shoes led all departments in 
gains in December, 1926, over the pre- 
vious December. 

With a gain of 10.4 per cent in the 
number of chain shoe stores in the 
district, December, 1926, sales were 
14.6 per cent larger than in December, 
1925, showing an individual average 
gain of 3.9 per cent per store. Total 
sales in shoe chain stores in the district 
in the year 1926 were 6.1 per cent 
heavier than in 1925, but showed an 
average loss of 6.6 per cent on an in- 
dividual store comparison. 





Denver Store Quitting 


DENVER, Coto. (UTPS) — Butler’s 
shoe store, corner of Fifteenth and 
California Streets, is quitting business 
and offering shoes at “give away” 
prices. Children’s shoes are marked as 
low as 12 cents a pair; skating high 
shoes at 19 cents; women’s white low 
shoes that originally sold at $5 for 12 
cents; women’s oxfords, straps and 
pumps in- patent leather, satins, kids, 
etc., that formerly sold up to $12 a 
pair, for $2.85. 


Men’s Trade Growing 


CINCINNATI—E. F. Hoffman of the 
Emerson Shoe Store on Walnut Street, 
reports that the men’s business has 
*éeen showing a very hearty growth, 
business increasing materially through 
the year 1926. From the sales recorded 
so far this year, 1927 is expected to 
prove an exceptional year. 





Rosner’s Adds Shoes 


AUSTIN, TEx. (UTPS)—Rosner’s 
Store here has added a women’s shoe 
department. Fred Krebs is proprietor 
of the store and H. P. Ecklard and 
D. A. Hendrick are in charge of the 
new footwear department. 
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May Add Shoes 


FarGo, N. D. (UTPS)—A shoe de- 
partment may be added to the Mar- 
quisee Clothing store, exclusive men’s 
apparel, it has been announced by Jess 
Marquisee, proprietor. Mr. ~~ 
recently closed out his stock at Valley 
City, N. D., and is enlarging his store 
here. While not definitely decided as 
to the addition of the new department, 
Mr. Marquisee declares that if the 
shoe department is added he will 
handle high grade shoes in keeping 
with the exclusive policy of his store. 


Edward S. Easton Heads 
Dallas Association 


Datias, Tex. (UTPS)—Edward S. 
Easton has been elected president of 
the Dallas Shoe Retailers Association 
at Dallas, Tex. He succeeds Will 
Griffith. Other officers of the associa- 
tion are L. H. Graves, vice-president, 
John F. Willis, secretary and Dick 
Mynatt, treasurer. 

At the recent meeting of the associa- 
tion several problems were discussed, 
among them the matter of sending 
several pairs of shoes to homes of cus- 
tomers for selections to be made. It 
was intimated this custom has been 
abused in some cases in that shoes are 
returned soiled and no sélections made. 
Just what action the dealers will take 
in this connection has not been de- 
termined. The problem is a little 
delicate, because many good customers 
of the local shoe houses have been ac- 
customed to having shoes sent to their 
homes where selections are made. The 
dealers do not want to injure the feel- 
ings or the trade relations in these 
cases, but believe something must be 
done to eliminate the irresponsible cus- 
tomer who asks the same privilege. 


J. V. B. Brown Moving 


New YorK—About February 15, J. 
Van Buren Brown, who opened an Arch 
Preserve Shop at 590 Fifth Avenue a 
year ago, will move to a new location 
at 11 West 36th Street. The present 
location is on the fourth floor of the 
Jaeger Building, while the new store 
will be on the ground fioor. The same 
Egyptian motif of decoration used in 
the present store will be carried out in 
the new store. 


The Baums Entertain 


CorRSICANA, TEX.—Mr. and Mrs. 
George F. Baum of the Big 4 Shoe 
Store, gave an elaborate entertainment. 
in true Texas hospitality style, at their 
beautiful country Lodge near the city 
of Corsicana at the conclusion of the 
Texas and Oklahoma Retailers Con- 
vention in Dallas, to a large coterie of 
acquaintances affiliated with the shoe 
fraternity, and all present report a 
most enjoyable occasion. . 


Fur Lined Shoes 


New York—Calfskin with the hair 
on has been introduced as a lining in 
men’s shoes and is being shown in the 
local Regal stores. The company states 
that the fur-lined shoe idea originated 
at Princeton University. 





January Volume Reported 
Sub-Normal in Chicago 


Cuicaco — “Business,” said one of 
State Street’s leaders, “so far and for 
the month of January, has been some- 
what below our hopes and our expecta- 
tions. There has been some interest 
in light colors for women, but it has 
been scattering and of no special ac- 
count.” This sums up the general feel- 
ing regarding January business. It 
has been quiet and without incident. 

There has been some interest shown 
in the high leather “Russian” boot, 
but the interest has been anything but 
general. However, quite a few pairs 
have been sold. 

In several of the leading stores 
January sales have produced consider- 
able volume but the general run of 
buying has been small and without any 
interest—save in the rubber footwear 
line where stocks have consistently 
been kept pretty well cleaned out. 


Carl Mueller Heads 
Austin Retailers 


AusTIn (UTPS)—Carl H. Mueller, 
proprietor of the Carl H. Mueller Shoe 
Store has been elected president of the 
Austin Retail Merchants’ Association. 
Some four hundred retailers of Austin 
were present at the time of the election. 
Mr. Mueller was not present at the 
time due to the death of a brother, 
Robert Mueller, proprietor of the Muel- 
ler Trunk Factory of Austin and for- 
merly a director of the Retail Mer- 
chants’ Association. 

Carl H. Mueller served his city as 
president of the Chamber of Commerce 
this past year as well as being active 
in other civic and business organiza- 
tions. 


New 5th Ave. Pedemode 


New YorkK—The most luxurious of 
the Pedemode shoe shops will be = 
about March 1 in the Hickson Build- 
ing, 660 Fifth Avenue. Workmen are 
now engaged in fitting up the new 
establishment, which is expected to be 
one of the finest and most luxurious 
shoe shops in the city. An entryway 
is being done in American walnut and 
will contain the buckle and hosiery de- 
partments. Back of this will a 
French salon in green and gold with a 
domed and lighted ceiling. The new 
store will carry Pedemode shoes exclu- 
sively, but of a more expensive grade 
than is carried in other Pedemode 
shops. 


Changes in Richmond 


RICHMOND, VA. (UTPS)—The Bris- 
tol Shoe Store will shortly open at 410 
East Broad Street, Richmond, Va. The 
Boston Shoe Market, now at 211 East 
Broad Street, Richmond, Va., shortly 
will retire from. business. 


Matt Slaby Dead 


LinceRwoop, N. D. (UTPS)—Matt 
Slaby, 56, for 29 years prominently 
connected with Lidgerwood business, 
died of heart disease. Mr. Slaby was 
owner of the Slaby Shoe store here. 


WHERE TO BUY 
Men’s Shoes 





HAND TAILORED’ 
HAND LASTED 


BIoNn F-REYNOLDS Cows. 


BROCKTON, MASS. 





STOCK DEPT. 5 


SNAPPY 
ACTION! STYLES! 


“They've Got to Be Stetcon 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 











WHERE TO BUY 
Children’s Shoes 





ae ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y. 

Boston Office, 183 Essex Street 











WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Makes a satisfactory, 
long-wearing, ical 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 
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WHERE TO BUY 


Men’s @& Women’s 
Slippers 








Novelty Slipper Co. 


Beudoir Slippers of the 
Better Kind 


121-181 West 19th Street 








Sorta 


The Quali Quality 





New York City 
Paliman Sii; <r 


“' i, 


Swan Shoe i. pied Md. 














PARISTYLE FOOTWEAR MFG. CO., _ 
7 York C i116 1528 Bway 


hington A 
New York Office, ea” 


penned GRADE TURN MULES and D’ORSAYS 
Kids, Brocades and Fancy Patterns. 


~ ag ange en and Up. é 











Men's All Leather House Slippers 






Hee 
Bend for 
ROTH rs : ROSENBERG SHOE CO. 





124 N. 3rd St., Philadelphia 











WHERE TO BUY 


Miscellaneous 








ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 








Telephone LIBerty 8673 
















America’s Favorite 


a, 


Makes Oli Shoes Look New 
THE NU-SHINE CO. 














Mkt. St. _ Reidsville, N. C. 


Endicott-Johnson 
Adds Several New 
Retail Accounts 


——— - 

Fourteen Stores Added to 
List Handling Branded 
Lines in Last Ninety Days 


Enpicott, N. Y.—The extent to 
which the buying policies of the larger 
retail dealers and department stores 
are changing to meet the altered buy- 
ing habits of the public is strongly evi- 


denced in the announcement from the i 


sales office of the Endicott Johnson 
Corporation that -within the past 90 
days fourteen department stores and 
large retail shoe dealers in various sec- 
tions of the country had contracted to 
carry the nationally advertised Endi- 
cott Johnson line. 

Firm agreements have been entered 
into with the Gimbel Brothers stores 
in New York, Philadelphia and Mil- 
waukee; Kaufman & Baer Company, 
the Gimbel-owned department store in 
Pittsburgh; Bloomingdale Brothers, 
New York; the Boston Store, Chicago; 
Houghton & Dutton Company, Boston; 
The Emporium, San Francisco; the 
May Company. Los Angeles; Olds, 
Wortman & King, Portland, Ore.; 
Davidson Brothers, Sioux City, Iowa; 
Buckley Shoe Company, Houston; 
Pfeiffer Brothers, Little Rock, Ark., 
and the Cutler Shoe Company, whose 
new store in Chicago is said to be the 
largest retail shoe store in the world. 

Most of these firms will tie in locally 
with the Endicott Johnson national ad- 
vertising. Commenting on the new con- 
tracts which have been signed, C. B. 
Lord, general sales manager of Endi- 
cott Johnson, stated the new business 
was accepted on an “in style and in 
stock” basis, with weekly, and in some 
cases daily, shipments going forward 
from the company’s district ware- 
houses. 

“The tendency of the larger retail 
dealers in low and medium-priced shoes 
is rapidly verging away from scat- 
tered buying with its uncertain mark- 
ups and fluctuating quality and style 
conception, and toward a standardized 
basis of stocking and merchandising,” 
Mr. Lord stated. 


Adding Warehouse 


BELoIT, Wis. (UTPS)—The Free- 
man- -Beddow Shoe company of Beloit, 
Wis., is completing a large warehouse 
on the site of their plant in the north- 
east part of the Wisconsin city. The 
warehouse was deemed necessary to 
take care of the increased output of the 
factory and to give more space to the 
making of shoes in their plant. 

Space formerly used as a warehouse 
in the factory will be utilized in the 
manufacture of shoes upon completion 
of the warehouse. 


A. F. Gallun on Trip 


MILWAUKEE.—A. F. Gallun of the 
A. F. Gallun & Sons Co., tanners at 
Milwaukee, has left with Mrs. Gallun 
a a trip through the Mediterranean 

ea. 














Wholesale Volume 


Gains in New York 


NEw YorkK—Sales of shoes at whole. 
sale in the New York Federal Reserve 
district during the year 1926 exceeded 
those of 1925 by 2 per cent. The gain 
in paper was 5 per cent, stationery, 4 
per cent, diamonds, 3 per cent and 
drugs, 2 per cent. In 10 other whole. 
sale lines, total 1926 sales fell below 
those of 1925. Wholesale sales of shoes 
in December, 1926, in this district, 
exceeded those of December, 1925, by 
5.8 per cent. At the same time a reduc. 
tion of 13 per cent was shown in 
wholesale stocks. 



















Waid Heads Cincy Club 


CINCINNATI— The Cincinnati Shoe 
and Leather Club held its annual elec. 
tion at headquarters on Feb. 5. A 
noon-day luncheon was a feature and 
was unusually well attended. The 
following officers were elected by an 
overwhelming majority: James Waid, 
president; Al. Butler, vice-president; 
Edgar Peck, 2-year governor; J. Jafe, 
1-year governor, and E. Furstenau, sec- 
retary. 
















Moving from “Swamp” 


NEw YorK—Between Feb. 15 and 
March 1, two well known houses in the 
“Swamp” district in New York, will 
move uptown. The A, C. Lawrence 
Leather Company and J. Einstein & 
Company, who for several years have 
occupied quarters at 8 Spruce Street, 
will both move uptown and between 
them will share a floor in the large new 
building at No. 1 Park Avenue, corner 
of Thirty-third Street. The new build- 
ing already is the home of the Barnet 
Leather Company. 



















W. C. Martin Dead 


DALLAS, Tex. (UTPS)—William 
Clifton Martin, 61 years old, Texas 
factory representative for the Sel 
Shoe company for the past thirty-four 
years, was found dead in his room at 
the Adolphus Hotel a few days ago. 
There was a bullet wound in his head 
and a revolver lay near the body. Mr. 
Martin had been in ill health for two 
years. He was injured two years ago 
when he slipped on the icy pavement 
at Texarkana. He is survived by his 
widow, one brother and one sister. He 
was buried here. 





















Gain in Wholesale Trade 


RICHMOND, VA. (UTPS)—Total sales 
during 1926 in the Fifth Federal Re 
serve district show a gain in the whole- 
sale shoe trade over 1925, according to 
figures just made public by the Federal 
Reserve Bank of Richmond. Of all 
wholesale lines, shoes showed _ the 
largest increase, the percentage being 
9.9 per cent. 

Figures for December, 1926, as com- 
pared with December, 1925, however, 
showed a decrease of 23.4 per cent. 
Collections in the district showed 4 
percentage of 33.9 per cent.. 
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New Douglas Appointments 
Approved by Directors 


BROCKTON— 
Following the ap- 
pointment “ sales 
director of W. L. 
Dodd, the W. L. 
Douglas Shoe Co. 
has promoted 
Lester D.-Morse to 
the position of ad- 
vertising manager. 
Both appointments 
havebeen approved 
by the board of 
directors. Since 
last June Mr. 
W. L. Dodd Dodd, formerly in 

charge of sales 
promotion and advertising for the Com- 
monwealth Shoe and Leather Company, 
has been assistant to Sales Director 
George B. Hendrick. Mr. 
recently asso- 
ciated himself 
with the Lewis 
A. Crossett com- 


pany. 

At the recent 
annual meeting 
of the board, 
Herbert L. Tink- 
ham was re- 
elected president; 
Daniel W. Pack- 
ard, vice - presi- 
dent; Charles D. 
Nevins, treas- 
urer; Warren A. 
Weeks, assistant 
treasurer; Burton J. Torrey, clerk. 
These men, in addition to Ernest S. 
Rogers and Judge Warren A. Reed, 
constitute the board of directors. 

Mr. Tinkham has now fully re- 
covered and has been discharged from 
the Brockton Hospital where he was 
for some time, following an operation. 


L. D. Morse 


Sees Good Business 


CINCINNATI—C. N._ Riesenberger, 
vice-president of the Riesenberger, 
Wolf, Peck Co., advises that the year 
has started off very good, with their 
road men booking plenty of orders and 
of good size, with prospects of continu- 
ing throughout the year. Their factory 
is running to full capacity and hopes 
are for a banner year. 

Mr. Many Peck, treasurer of the 
company is now on the road calling on 
the larger buyers, and reports business 
as very good. Lighter shades are hav- 
ing a ready sale, with patent still in 
the fore. 


Joins Northwestern 


St. Lours—E. C. Mueller, 40-56 
West Pine Boulevard, has been ap- 
pointed representative of the North- 
western Leather Company Trust, Bos- 
ton, and will travel out of St. Louis, 
through the Middle West. Mr. Mueller 
was formerly agent for the Barnet 
Leather Company, Northwestern 
Leather Company, etc., but from now 
on will be associated with the North- 
western Leather Company Trust. 





Hendrick’ 





Wisconsin Shoe 
and Leather 
Trade Is Large 


Ranks Fourth in America; 14,000 
Pairs a Day Produced; Mil- 
waukee a Big -Center 


KENOSHA, Wis. (UTPS)—Wiscon- 
sin’s shoe industry, ranking fourth 
in America, is turning out more than 
14,000 pairs of shoes daily, the equiva- 
lent of two pairs a year for every resi- 
dent of the state. Production of 


tanned leather is valued at $94,762,000 
ha 


shoes, $44,374,000, according to 
. H. Alexander of the Wisconsin 
Manufacturers’ Association. 

The leather industry, including tan- 
ning, reaches the annual total of $140,- 
461,000, he declares. 

Milwaukee ranks as one of the lead- 
ing leather centers in the United 
States, there being 69 factories with 
13,000 employees and an annual payroll 
of $15,000,000. From the city $4,- 
312,168 worth of leather goods were 
exported last year. 

Kenosha as a leather center is 
dropping off from the rank it carried a 
year ago when the N. R. Allens Sons 
Tannery was in full blast. The com- 
pany is about to move its equipment 
to the headquarters plant of the 
Central Leather company at Grand 
Rapids, Mich., and its Kenosha prop- 
erty is for sale. 

West Bend,. a city of 4000, is the 
center of pocketbook manufacturing, 
annually producing around 3,000,000 
billfolds. 


Schwarzenbach on Trip 


New YorkK—Robert J. Schwarzen- 
bach, head of the firm of Schwarzen- 
bach, Huber & Co., makers of Darbrook 
shoe satins and fabrics, sailed Satur- 
day, Jan, 29, for an extended South 
American tour, during which he will 
take opportunity to visit the various 
branch offices and agencies of the firm 
in South America. The firm has offices 
in Buenos Aires in the Argentine, 
Montevideo in Uruguay, Santiago in 
Chile and Lima in Peru. Mr. Schwar- 
zenbach will return about the first of 
April. 


Morse Bags a Lion 


Boston—I. H. Morse, a prominent 
shoe merchant of Massachusetts, and 
former president of the Massachusetts 
Retail Shoe Merchants’ Association, 
continues on his hunting expedition in 
the center of Africa. From Mt. Kenya 
he sends a card to friends in the trade 
telling how he had shot his lion, and 
his son shot a big elephant with seven- 
foot tusks. To get the card to civiliza- 
tion it had to be carried two-hundred 
miles on foot by a native. For two 
men to hunt it takes a safari of sixty- 
eight natives. 


R. Alderman Dead 


RocHEsTerR, N. Y. (UTPS)—Rufus 
Alderman, well known leather dealer 
af Dundee, died Jan. 27 at the Geneva 
Hospital. He was 76 years old and 
had _ been active in the leather business 
in Dundee for many years. 





WHERE TO BUY 


Shoe Ornaments 





ZER BROT. 
Newest Importations 
Cut Steel and Rhinestone 
SHOE ORN. 


Studded Heels 
6°8W32nd St.New 


WHERE TO BUY 
Ballet Slippers 








LYONS AND COMPANY 


Hand Turn BALLETS 
be 3 














Seft Tee: ‘anes ts $1.18; 
ia $1.28; Women's 








BALLET SLIPPERS—IN STOCK 
f the unusual kind 
Bi02 Bik. Glazed Kid, Soft Tee 


aes 6, (1—61.35 
ee in 


¢ 7 ere — 
"Specialists fn HERDER, Inc. 
sts 


Ballet Manufacture 
241 . 11th Street - Philadelphia, Pa. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN 8TOCK 
Women’s, o. 36; 
M 1.30 
phildren’s, $1.25 
1 orders prompt- 
Samples 


’ t attended to. 
ROTH & ROSENBERG SHOE Co. 
124 N. 3rd St., Philadelphia 








Im Steck Black Bal- 


let Slippers 
Ladies’ Hi:30 oe pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INO. 
147 Duane St., 
New York, N. Y¥. 
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WHERE TO BUY 


Women’s Novelties 


Parchment, Rose 
Blash and Shell Grey 
are selling for Spring. 
Samples sent at our ex- 
pense upon request. 





Latest Styles at 
Popular Prices 
2 in Stock ~ 
143 ST.-NEW YORK CITY, 
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WHERE TO BUY 


Store Fixtures 


eel 


GOODWINDOWS 





Wins Ship Allocation 


BostTON—MTrade expansion with 
South America~and development of 
New England industries are expected 
to follow the allocation by the U. S. 
Shipping Board of the American Re- 
publics line to C. H. Sprague & Son, 
Inc., Boston, for management, and the 
transfer from Moore & McCormack of 
New York to the Boston company of 
the line of freighters consisting of 12 
ships of approximately 8800 tons each. 

* These freighters are of such modern 
type as to handle cargo efficiently in 
the extensive service that comprises 
ports from Boston to Jacksonville. 


Luchs on Vacation 


BROOKLYN, N. Y.—Monroe Luchs, 
treasurer of the Best-Ever Slipper Co., 
Inc., is away on a much needed vaca- 
tion. He and Mrs. Luchs are taking 
a sea trip and will stop off at Bermuda, 
the Bahamas, Cuba and several points 
in the West Indies. 


Took Trip to Texas 


East WEYMOUTH, Mass.—Horace R. 
Drinkwater, treasurer of Edwin Clapp 
& Son, Inc., attended the recent con- 
vention of the Texas-Oklahoma Shoe 
Retailers’ Association. 





Increases Capacity 


BrockTton—John E. Lucey, in charge 
of styles and sales for the Joseph F. 
Corcoran Shoe Co., says that his house 
is moving from its present location, 146 
Court Street, to 31 Monument Street, 
where the Corcoran folks will have 50 
per cent more capacity. He reports 
that sales during the last six months 
are at least 50 per cent more than 
those of a year ago. He predicts that 
there will be a strong swing toward tan 
shoes with the summerweight types. 


Gain in Production 
by Murphy Saval Co. 


Cuicaco— Announcement that the 
Murphy Saval Shoe Company, manu- 
facturing high grade McKays, expects 
shortly to increase its production from 
500 to 600 pairs a day is made by Rose- 
crans Murphy. This concern has been 
in business only about nine months and 
the plant has been consistently busy 
since its opening. Additional floor 
capacity has been arranged for which 
will permit a still further increase to 
700 pairs. 


— 
H. J. Boemer, General Sales 
Manager of Pfister & Vogel 


MILWAUKEE—Herman J. Boemer, 
who has been the assistant to August 
H. Vogel, vice-president, in connection 
with sales for many years, has been 
appointed neral sales manager for 
Pfister & Vogel Leather Company, for 
both domestic and foreign sales. Mr. 
Boemer has been with P. & V. for the 
past 88 years, and is also a director of 
the company 


Craddock-Terry Stock 


RICHMOND, VA. (UTPS)—In order 
order to increase its capital, the Crad- 
dock-Terry Shoe Company, manufac- 
turers, of Lynchburg, Va., is offering 
to present stockholders 5000 shares of 
7 per cent preferred stock of $100 a 
share. 

The company’s business last year 
reached a volume of about $20,000,000, 
and 800 additional employees were 
added at its Lynchburg shoe factories. 


Proppers Plan New Store 


New York—Leslie Propper and 
Irving A. Propper, members of the firm 
of Propper Bros., who maintain a shoe 
store at 3 West 42nd Street, have 
formed the Proper-Form Shoe Corpo- 
ration and will open a new store at 
24 West 39th Street, about March 1. 
The new store will handle a more con- 
servative type of shoe than is carried 
in the present establishment, hence the 
formation of a separate corporation, 
with a name more in keeping with the 
kind of footwear to be sold. Health 
and comfort shoes will be featured in 
the 39th Street establishment. 





Telephone, Telegraph and 
Airplane Speed Shoes 


ENpicott, N. Y. — The insatiable 
craving of Dame Fashion for new and 
constantly more intriguing styles in 
footwear is forcing manufacturers and 
retailers alike to bring into service all 
the resources of modern invention. 
From creation at the style show in Chi- 
cago, through the factory at Endicott, 
N. Y., and thence to dealers’ display 
windows in San Francisco, all: in less 
than three weeks’ time, is the recent 
record of the Endicott Johnson Cor- 
poration with several new styles. Long 
distance telephone, telegraph and air- 
plane were pressed into service to meet 
the emergency. 

H. C. Clark, sales manager, and J. F. 
Muffley, assistant sales manager, ob- 
tained the inspiration for several new 
novelty numbers at Chicago. Clark 
started west with one copy of the de- 
signs, and Muffley returned to the fac- 
tory with another. A few days later 
Clark telephoned from San Francisco 
to Endicott, N. Y., requesting that fif- 
teen samples be sent to him immedi- 
ately. Muffley sent the pull-overs the 
same day by airplane mail, paying 
$29.75 postage on the package. Two 
days later Muffley had a wire from 
Clark ordering 500 dozen. LHighteen 
days from the date of Clark’s tele- 
phone, the new novelty shoes were on 
dealers’ shelves in San Francisco. 


Bass Reelected Head of 
W. C. Russell Moccasin Co. 


BERLIN, Wis.—W. S. Bass, who has 
held the office of president of the W. C. 
Russell Moccasin Co., of this city, since 
Dec. 31, when the firm was purchased 
by G. H. Bass & Co., Wilton, Me., 
was reelected president at the annual 
meeting of the stockholders and direc- 
tors of the Russell company. J. R. 
Bass of Wilton, Me., and F. R. Young- 
love of Berlin, were elected vice-presi- 
dents, and Roland H. Valvin, secretary. 
Merritt Gustin is treasurer. Directors 
of the company previously elected are 
Mr. Bass, Mr. Younglove and W. N. 
Crawford. 


Nunn-Bush in Virginia 

RICHMOND, VA. (UTPS)—A certifi- 
cate of authority has been issued by 
the Virginia state corporation commis- 
sion to the Nunn-Bush Shoe Company. 
incorporated under the laws of the 
State of Wisconsin. The principal 
office of the corporation in Virginia will 
be located at Norfolk, with J. M. 
Thompson in charge. The capital 
stock was given as $100,000. The pur- 
pose of the corporation is to deal in 
boots and shoes. 


New Liberty Store 


RocHESTER, N. Y. (UTPS)—Liberty 
Shoe Stores, Inc., with headquarters at 
Elmira, has opened a new store at 32 
East Market Street, Corning. M. M. 
Seigel of Elmira, has been appointed 
manager of the Corning Store. The 
firm operates stores in Elmira, Ithaca, 
Binghamton, Pittston, Pa., Sayre, Pa., 
Towanda, Pa., and Watkins Glen, N. Y. 
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“Over Fifty Years of Service” 


When the Ship 


Goes Down 


When you must trust your fate to a life- 
boat, you want to be sure that the life- 
boat will float—that it has in it the qual- 
ity that justifies the name. A life-boat 
that may sink when called upon for ser- 
vice is a risky proposition at best. 


Just so with your insurance. It’s a life- 
boat to bring you safely back to port 
when fire devours your business ship. 
You want to be dead-sure that it will 
float. 


Quality Insurance 


Central policies offer the soundest kind 
of insurance protection. We provide ex- 
pert help in fire prevention—in the belief 
that a ship that keeps on sailing is better 
for the policy-holder than a ship de- 
stroyed, even though the loss is presum- 
ably covered by the insurance. If loss 
does come, claims are promptly adjusted 
and paid. Central insurance is a real 
life-boat when the ship goes down. 


Save 30% on Insurance 


Costs 


Our premiums are based on normal rates, 
but the actual cost is reduced by 30% 
through dividends paid to the policy- 
holders. 


We have a real story for the care- 
ful buyer of insurance protection. 
Further information on request. 





Fire and Automobile Insurance for Select Risks 

















The 
MILADY 


Has Comfort and Style 
That Pleases Customers 


your taste and style and will en- 

dorse enthusiastically the Proven 

Arch to her friends. Introduce 
her to this modish comfort shoe for 
when Milady completes her toilette and 
prepares to meet her guests she then 
will know that the hours of standing 
will be a pleasure. She will have an 
unforced smile for each departing guest 
even though long standing would have 
tired the average hostess beyond meas- 
ure. The support of Proven Arch Shoes 
has prevented the standing from being 
a task and she no longer will experience 
the aches and pains that used to trouble 
her before she started wearing Proven 
Arch Shoes. 


M ‘sour * will compliment you on 


— 
Chiropodists and Foot Specialists all 
over the country recommend and pre- 
scribe Proven Arch Shoes. They will 
send many sufferers to you. Be pre- 
pared to take advantage of this added 
source of profit. 


Do your customers and yourself a favor 
by selling them the first pair of Proven 
Arch Shoes. After the shoes have re- 
lieved the aches and pains in your cus- 
tomers’ feet, tired legs and back, and 
that all over weariness, they will never 
be satisfied with any other kind. This 
insures you steady repeat customers. 


A Complete Line is Carried Ready to 

Ship at all Seasons 
Magazine and Newspaper advertising, com- 
bined with consumer literature, have 
created a universal demand for Proven 
Arch Shoes. Profit from this demand in 
your territory by featuring a complete 
line in your store. 


Write for a Proven Arch Catalog. 


CERTIFIED SHOE 
1115 6th Street, Dept. 12 





The Seat of Most 
Foot Troubles 
Longitudinal 
Metatarsal 


strain of the 
weight. When the 
muscles give way 
the bones sag 
cause troublesome 
pains and aches. 


The Secret of Proven 
Arch Comfort 


This arch of tem- 


tarsal arches in their 
proper position at all 
times. 


Proven Arch Is Con- 
cealed Between 
the Soles 
The Proven Arch is 
securely fastened be- 
tween the soles and 
is padded with piano 
felt that will never 

lump or loosen. 


CORPORATION 
Rockford, Illinois 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, oa ee Mass., on 


Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 





POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














We Have an 
Exceptional Opportunity 
for a Man 


who has a first-class record as a 
salesman. 
The territory is Virginia, North 
and South Carolina, Florida and 
Alabama, and he will carry a na- 
tionally known line of men’s shoes 
made in Brockton retailing at 
$7.00 to $10.00. 
The man who will be considered 
must have an established trade in 
those states in addition to the 
agencies which we shall turn over 
to him. 
This is an unusual opportunity, so 
please tell us all about yourself. 
All communications confidential 
and no inquiries made without 
your permission. 
Address C-641, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


Dress Comfort 
Opportunity 


A manufacturer of Hand-Turned Com- 
fort Shoes, carrying 45 styles In-Stock, 
has added a new line of Wood Heel Turn 
Dress Comforts. We offer the opportunity 
to sell this line, together with our regular 
Comfort lines, on a°6%: commission basis. 
Established territories average to pay 
present side-line men an average of ig = 
Open territories: Ohio and W. Va.; In- 
diana and Michigan ; Illinois (outside Chi- 
cago) and Bastern Missouri; Maryland; 
Delaware and District of Columbia. No 
applicant considered where more than one 
non-conflicting line is carried. State fully 
your present connection, and full qualifi- 
cations in first letter. Address: 

Vaughan-Towle Co. 
yun, Mass. 


“Every Pair Absolutely 


Guaranteed” 

It doesn’t take a “High Pressure’”’ 
Salesman to produce volume when 
you offer a merchant this line of 
Milwaukee Work and Dress shoes 
that is ‘‘Absolutely Guaranteed,” 
and then help him sell them with 
a strong Advertising campaign. 

We have several choice terri- 
tories open. 

Good proposition for salesman 
who will work. Write giving full 
record. 


Steven Strong Shoe Company 
Milwaukee, Wis. 








SALESMEN WANTED 


for the Dollar Stitchdown Line . 


We want several energetic sales- 
men to carry as a side line 3 
samples of our patent tan and gun 
metal stitchdown oxfords at one 
dollar, sizes 5 to 8. In stock propo- 
sition. Absolutely the greatest 
selling line in the country. 
man with good following should 
apply. Address C-651, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 

















A RESIDENT SHOE SALESMAN IN 
NEW YORK STATE 

is needed by a concern manufacturing a well- 
known Brockton made shoe. 
The right man must have an established trade 
and wide acquaintance with the better grade 
retailers in this hs 

All corresponden etly Hy so we 
ask for full details ‘. your first lett 
fare C-642, care Boot and Shoe + ae 

7 South Street, Boston, Mass. 


TED—A well established Eastern 
Turns, 

















Salesmen 


to sell Branded line popular-priced IN 
STOCK stitchdowns, backed by Direct to 
Dealer ing line, No objections to non- 
—e 4 traight 7% commission, 
rs ble monthly. States open: 

kota, South Dakota, Montana, 
ming, ‘Colorado, Arizona, Utah, ae 
Idaho, Minnesota, Wisconsin, Mississi 
—_ Virginia. Carolina, South Carol: 

es nia , Georgia, 

, Tennessee, New 

dress C-640, care Boo 
Recorder, 9th meee. 239 W. 39th 
St., New York, N. ¥. 


one ogy -» KANS. 

PNEB. ‘MO. AREY OKLA.,- 
"WY0. COLO, N. M. 

Beautiful fast repea side line in- 

fants’ flexible turns. a in 

stock—no unpacking—instant display on 
case. Sat 7% commission. 

References first letter. 

SCHUYLKILL SHOE CO. 

Orwigsburg, Pa. 














Good Territories Opened 


For a sna pite line of children’s 
shoes oareh in stock. Please state 
ied in first letter. Ad- 
dress C-591, care Boot Shoe 
Recorder, 207 South St., Boston, 








TEN MEN’S SHOE SALESMEN 


One of the iargest men’s shoe 
manufacturers of undisputed lead- 
ership in staple men’s shoes has 
added a line of Young Men’s Qual- 
ity novelty oxfords. Ten dollar 
shoes to retail at Seven Fifty. 

We will consider only road sales- 
men with yearly es of men’s 
shoes approximating $100,000. We 
want the best character shoe 
salesmen in the United States, and 
are willing to properly compensate 
such men. e make e flat 
statement that our sales campaign 
will. be the sensation of 1927. 

Address C-611, care Boot & Shoe 
oeveer, 207 South Street, Boston, 

ass. 











ANTED—SALESMEN with _ established 
trade to represent us in Illinois and Indi- 
ana. Line consists of fast selling women’s 
novelty McKays, priced at $3.50 to $4.50. Lib- 
eral commissions and wonderful proposition for 
men of proven ability. gee must ac- 
company oe otherw will not be 
considered. SH SHILES, I INC., 1330 Wash- 
ington Ave., St. Cae 





SALES MEN WANTED—Real live-wire shoe 
salesmen to carry a line of snappy McKay 
and Turn Novelties, Turn Slippers and Com- 
ae Shoes, all medium priced. The_follow- 
territories are open: Michigan, Indiana, 

O1 i Wisconsin, Iowa, Virginia, vos Vir- 


North and South C, 
Mississippi, O Oklahoma, Texas, South 
Daki ebraska, Mon Wyoming, Colo- 


ae on ep, B. Idaho, we ag 
va regon, ashington. 

care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 








pigeons on WANTED—Cho' Pa a a oben 
are being taken on “‘Osteo-Path-Iks,” dressy 
stylish, fast m Zone meus pepaney pnens 


ee Alten-Spiegel Shoo "Mis. Mfg. 


Co., Belgium, 
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SALESMEN WANTED 





LINE WANTED 








BUSINESS OPPORTUNITY 











SALESMEN WANTED to sell side line 
leather first shoes Ts and stitchdowns 


a/ll; all in ; novelty, perular priced 
COMPANY,’ Rochester N'Y. - 





SRE L LINE, One Werk cstern ‘Michigan, ay 4 


hoes, In-Stock 
ly 
BRANDAU indiend, a0 co. Dorel Mich. open 





RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Virginia, 
West Virginia, Tennessee, Wisconsin, Illinois 
and Missouri, Want men to carry our line of 
In-Stock leather house slippers in side line. 
\fust live on territory and cover same close by 
uto. Give full particulars in first letter. No 
drawing account. Weekly settlement against 
orders received. Twenty men now successfully 
#lling line. Easiest selling commodity in shoe 
game today. MAID RITE CORP. (Manufac- 
turers), 35 York St., Brooklyn, N. Y. 





VE are now ready for men who are experi- 
enced and have a following among the 
retail trade for a well known house who carry 
1 complete line of popular priced men’s dress 
ind working shoes, boys’, misses’ and infants’ 
shoes. Choice territory still open. Address 
C654, Boot and Shoe Recorder, 207 South 
, Boston, Mass. 





Live — representative for Greater New 

York and New Jersey territories. Address 
BERNSTEIN SHOE COMPANY, 108 Duane 
St., New York City. 





WANTED—: An experienced shoe salesman, one 
who has established trade in the southern 
territory—Texas, Louisiana, Mississippi, Geor- 
gia, Kentucky, ew carry as a-side 
line our men’s we hoes retailing at $6, $7 
and $8. TIEBRICH, FOX-HILKER SHOE 
CO., Racine, Wis. 


SALESMAN wanted to carry specialty line of 
ladies’ Goodyear welt arch support shoes as 
a side line on a 5 per cent commission. One 
for the Pittsburgh district and one for the 
Eastern district of New Jersey. Address C-650, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GALESMEN wanted to sell a manufacturer’s 
line of ladies’ McKay novelties to retail at 
$4 and $5, on a straight commission basis. One 
for the State of Pennsylvania, must be a resi- 
dent of Philadelphia, and one for the State of 
Michigan, must a resident of Detroit. Ad- 
dress C-649, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SALESMAN WANTED for Chicago and Cook 
County. We want a man who has thorough- 
ly covered the retail trade in this territory and 
knows where to place a medium priced line of 
fast moving boys’ and misses’ McKays and 
Stitch Downs. State full qualifications, age, 
and references in first letter. Address C-644, 
care Boot and Shoe Recorder, 207 South St.. 
Boston, Mass. 


SAL JESMEN WANTED—Men with success- 
ful records and established trade in North 

















Line Wanted 


Address C-638, care Boot and Shoe 
Recorder, 207 South Street, Boston, 


- 


By man of large acquaint- 
ance and long experienced 
in the sale of women’s, chil- 
dren’s, misses’ and growing 
girls’ shoes to the whole- 
sale, chain and department 
store trade. 











PARTNER wanted for retail shoe store. Ex- 
perienced man in New Jersey town on Jer- 

sey Central Railroad. Population of town 

15,000; about 30 miles from New York City. 

We cater to a good class of trade. Address 

<or care Boot and Shoe Recorder, 207 South 
, Boston, Mass. 



















SPACE WANTED 











WANTED to rent space for hosiery depart- 
ments in or near St. Louis, Mo. Address 
C-647, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 



















WANTED TO PURCHASE 


























POSITION WANTED 





OFFICE MAR AGER—-Geotyeer Welts. In- 

timate knowledge of accounts, production, 
credits and low cost methods. Best references. 
Address C-624, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





I Want 
10,000 Pairs 
Men’s Low Shoes 
Blacks and Dark Tans 
$1.00 Per Pair 
Spot Cash 


JOHN GUTH 
1201 Broadway, New York, N. Y. 





















GHOE Store Manager open for position. Six- 

teen years in -buying men’s, women’s and 
children’s shoes. Prefer Iowa or California. 
C. PRUYN, 2007 Nebraska St., Sioux City, 
owa. 





POSITION WANTED AS SHOE BUYER 
AND MANAGER of a department store or 
shoe store. Experienced in store management 
and systems that produce results. Possess a 
good knowledge of shoes in both the manufac- 
turing and retail fields. Now employed. Ad- 
dress C-653, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





GIDE line wanted of ladies’ or men’s medium 
riced shoes for Massachusetts, to carry 
with rubber footwear line. Fifteen years in 
territory. First-class references. Address 
C-652, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





GHOE BUYER—Several years’ experience, 
desires position department store. Have 
knowledge of all grades of shoes. Willing to 
2? anywhere. Address C-646, care Boot and 

i 9th Floor, 239 West 39th St., 
New York, pf 








FOR SALE 





OLD ESTABLISHED shoe business for sale 

in Toledo, doing 5,000 >. 
Will socine Address C-5 care Boot ond 
Shoe Recorder, 207 South St., Boston, Mass. 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 



























CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 































Sell Us Your Left Over 


New Yoru Export Purcnasine Corr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 


































Carolina, South Carolina, Alabama, 
Tennessee, Kentucky, Oklahoma, indiana, Illi- 
nois and California. Boys’ and girls’ McKays. 
fe arr ge in-stock fast moving line. Give 

rience, age, and references in first letter. 
‘Ke dress C-643, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SALESMEN WANTED for Pennsylvania, 
Ohio, Indiana, Illinois, southern Texas and 
the Pacific Coast. Line children’s and Misses’ 
turns: 7 per cent commission; references re- 
quired. THE REHR SHOE CO., Orwigs- 
burg, Pa. 





FOR RENT 


OF materially IN ERIE. Payrolls in 
materially + as in 1926. Mercan- 














ome onan. have «ae & 
2 Se which fs entivel 
able. P. C. CUNNINGHAM, 704 Palace Bldg. Bidg., be 
Erie, Pa. 
FOR RENT, EET, cueet and third floors. Most 


prominent business 
comemeiy of 150,000. "100% location. 27’ x 
Log ged Reasonable cone. 


105’. 
lease f line excepting ladies’ wear. 
J. M. OLAWSO: + Pottsville, Pa. 





FOR SALE—Shoe business in fine city over 
6,000 in southern Michi $4,000 cash 
will take it; no invoice. Address C-648, care 
— and Shoe Recorder, 207 South St., Boston, 
Mass. 





FOR SALE—About $200 worth of Dr. Scholl 
Arch Supports; goed assortment; 10 per 
cent discount off cost price. KARL SUTHER. 
LAND, Bloomington, Ind. 





FoR SALE—One of Muncie’s best shoe 
stores. Old established firm. Stock in- 
voices around $10,000. Good location, clean 
stock. Reply P. O. Box 547, Muncie, Ind. 








HELP WANTED 





QWING to the increasing demands for our 
medium grade Women’s Turn Comfort line 
of House and Street slippers, boudoirs, and 
ballets, we must have a larger sales force. 
Twelve Samples; In-stock proposition; Com- 
mission basis. Pref 


similar line. Good opportun’ 
party. Address C-627, care Boot and Shoe 
corder, 207 South St., Boston, 









MERCHANT NEEDS 


OVEN 


SHOE 
OF N=) 


The DISTINCTIVE arid 
PER se. | NENT adhnta dat 


F.H.KLUGE 
WEAVING CO. 









































53-39 W 34" T NY, ¢ 
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STORE SUPPLIES Clear Conscience STORE SUPPLIES 


Fitting Feet Is Still the 
Shoe Man’s Job 
TRAVEL- THIS. COMPLETE SHOE SET 


ING sales- Mest remarkable $99 buts. Mahogany. 











by -; man told me the efter ever made wv Waterat. 

WINDOW bpp other day that | fv Me “ee ee 
° . oD g several shoe men 

DISPLAY FIXTURES rad A , had been roast- 

A x ing me pretty 

well done. One 


Anade by AW 
SEGALLE SONS oem 
933 ARCH ST. cused them of misfitting shoes. Well, 


what do you think of that? Putting 
PHILADELPHIA, PA. the shoe on their own feet! Virtu- 


| ARE BUSINESS GETTERS ally admitting that they were guilty. 


One youngster called me “Uncle 
Dud,” intimating that I was a “dud.” 
Maybe I am. But they have found 
a lot of duds on the battlefields that — 
still have explosive qualities. This This Outfit Consists of the 
young man told my traveling friend Following 
that he worked on a commission ait tits hak ata 
basis and that he was compelled to ; 
sell many pairs to make any money. 
Poor kid! He never has stopped to 
think that his future as a salesman 
on the floor depends upon how well 
he fits feet and serves his trade. 

Whenever some poor woman or de- i eS Se on 
fenseless child limps into our store Additional Oval Slabs 
and displays a pair of crippled feet, ee eee eee. Sm 
? % I have the fine satisfaction of say- 

price tickets ing to myself: “Well, you didn’t do Coben & Nethan Company 
TILTS AT ANY ANGLE that job, old boy. And it’s a safe Pittsburgh Pennsylvania 

Small, Neat, Everlasting with many bet it wasn’t done in here.” And I 
pop hy My BF A can sleep soundly at night. My con- 
| gee: ee science is fine. No nightmares 


Refund if unsatisfactory. bother me. Uncle Dudley. 
M. D. POLLINGER CO. ° 
416 Victoria Bldg. St. Louis, Mo. = Milbradt 






































GLASS EYES Bee Ladders 








made for 40 years 


% GLASS EYES cam yg hg Bayne 
For Bunny - Kitten, a : ventors. 


Children Slippers and : 
other decorative pur- ; Made in all styles 
poses. to suit any shelving 
G. SCHOEPFER pas condition. 
16-18 W. 36th St. ——— “4 
NEW YORK ——- wee] Get our price before 
; - placing your order 


MERCHANT NEEDS ts _— Miilbradt 
=| Manufacturing Co. 

2416 No. 10th Street 

ST. LOUIS, MO. 


i 








Bunny Eyes 


: 
: 























ESTABLISHED 1890 


LAB E L 
SHOE CARTONS Information for’ 


EXCLUSIVE BUT NOT EXPENSIVE Shoe Merchants 


SAMPLES UPON REQUEST 














war Pca odvenising pages of the 
RANK & vER AO t an oe Reco consti- 
Information for Shoe Merchants ee tute an almost inexhaustible 
source of information as to where 


The advertising pages of the Boot and Shoe AMERICA'S CREATEST 
— SHOE CARTON & LABEL MFCS and what to buy. They are 


constitute an almost inexhaustible 
of information as to where and what to s 
worthy of your closest attention. 


They are worthy of your closest attention. 
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100% PROFIT 





A big percentage of your customers need arch 
supports. You can make a handsome profit selling— 


Mayer’s Corkushion cArch Supports 


Guaranteed to, quickly relieve foot and leg amg 
resulting from “‘fiat feet’’, “fallen arches” or fallen 
metatarsal (anterior arch) boneg. Do not confuse 
yer’s Corkushion with the yo hard, un- 
scientific kind. Mayer’s are made of pure cork and 
soft, flexible leather, 
insuring comfortable, 
free action. Quickly 
adaptable to any style 
of last. Do not injure 
shoes and will outlast 

three pairs. 


Write for illustrated, descriptive folder showing how you can 
appropriate these extra profits without adding to your overhead. 


MAYER RCH SUPPORT COMPANY 
\waukee, Wisconsin 

















Greeley Boudoirs are always sal- 
able because they are practical, 
everyday slippers for household use. 
Can be ordered with leather or rub- 
ber heels. Black or colored kid in 
stock for prompt delivery. If your 

jobber cannot supply you — 
write us. 


A. W. GREELEY 


Manufacturer 
~§ 








Haverhill 





The Difference 
Between Turns and 
McKays 





THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has developed 

a great vogue 

with really 

smart people. 

Ours are En- 

- glish made—di- 

rectly imported 

and made of the 

highest grade 

English leather 

—by crafts- 

men schooled in the art of shoemaking. The 

Jodhpur represents the perfection of fit, style 
and quality. 

IN STOCK 
Tan Willow—Black Calf 


and Patent Colt 
For Men and Women 


COLT CROMWELL CO., Inc. 


594 Broadway New. York City 


Catalog of imported riding, field and hunting boots, riding 
accessories and puttees upon request. 








This is only one of the sub- 
jects discussed in a 16-page 
booklet—just off the press. In 
addition to telling how turns 
and McKays are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 


25 cents per copy 
(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 





Brooks JOE SLIPPE RS 


BOX TOES 


618 BLACK KID 


Women's 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 2.70 


No. 608 
PINK SATIN 


Women’s 2% to 8 $3.40 


© * é 
SHO fas w 
Street apeustet: Iphie 


a a 
BROOKS 


1725-355 No.6 














"The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe m 

The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boor ann SHoe Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


HE DARES TO BE DIFFERENT 
He Shows Whites and Grays in 
January and Gets Away With it. 

“GETTING THE MONEY SALES” 
Carefully Planned and not Just 
Sloppily put on. 

THE VOICE OF THE RECORDER 

WHAT IS SELLING AT RETAIL 

EXPECT GREATEST SPORT YEAR EVER 
Harbingers of a Truly Sporting 
Summer and What They Mean to 
the Shoe Trade. 

IN THE LAND OF Topsy TURVY 
What is.a Sport Shoe? 


Way Down SoutTH 


HERE IS A GREAT OPPORTUNITY 
Educational Campaign to Teach 
the Country’s Youth Should be 
Sponsored by Shoe Trade. 


PERUGIA—THE MASTER ARTIST... 

Your OLp WINDOW DISPLAYS AND 
Frxtures Won’t Do 

THE HUMAN ELEMENT IS PARA- 
MOUNT 
Something About the Human Side 
of the RECORDER Staff. 

WHo’s WHO ON THE ROAD 

SHOE MERCHANTS NEWS 


SHOE MARKET NEWS 
OTHER REGULAR FEATURES 


GETTING MORE 
SHOES SOLD RIGHT 
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BOOTS AND SHOES 


Beacon Falls Rubber Shoe Co., Beacon 
Falls, Conn. 52. 


— Slipper Co., Ine., Brooklyn, 


Bleecker Shoe Co., New York City 
Blog Shoe Co., New York City 
Brockton Co-operative Boot and Shoe Co. 


Brooks Shoe Mfg. Co., Philadelphia, Pa... 


Certified Shoe Corp., Rockford, Ill 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. 


Cohen, Samuel, Shoe Co., Boston 
Colt Cromwell Co., New York City 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 


Drew, Irving, Co., Portsmouth, Ohio 


Duane Shoe Co., New York City 


Edwards, J., & Co., Philadelphia 4th Cover 
Elam, F. 8., Shoe Co., Rochester, N. Y.... 63 


Endicott-Johnson Corp., Endicott, N. Y... 8-9 


Ferris Shoe Co., Philadelphia, Pa 


Goodyear Rubber Co. 
Greeley, A. W., & Co., Haverhill, Mass... 


Ground Gripper Shoe Co., Boston 
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Lilly, Henry, New York City 


Lyons & Company, New York City 


Menihan Co., The, Rochester, N. Y 


Metropolitan Slipper Co., New York City. 65 


Nettleton, A. E., Co., Syracuse, N. Y..... 


Novelty Slipper Co., New York City 


“Packard, M. A., Co., Brockton, Mass 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y 


Piekenbrock, E. B., & Sons Co., Dubuque, 
3rd Cover 


Reynolds, Bion F., Brockton, Mass. 
Richards & Brennan Co., Randolph, Mass. 62 


— & Rosenberg Shoe Co., bieceeencee ‘ 
64-65 
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Hub Gore Makers, Chelsea, Mass. 
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25 
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American Seating Co., Chicago, Il 


Cohen & Nathan Co., Pittsburgh, Pa..... 70 
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DEE Pek eevbowecvetovgenevenenaees 46 


Jefferson Import Co., New York City.... 


Mayer Arhe Support Co., Milwaukee, Wis. 
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Milbradt Mfg. Co., St. Louis, Mo 
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Pollinger, M. D., Co., St. Louis, Mo 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 


ELLING the wide world that 
spring is here and that summer 
cannot be far behind. The South 
helps set the styles for summer, and 
so on Feb. 19 look for a survey of 
Southern demand from Miami to 
Coronado, and we hope to particu- 
larly point out the hot Texas num- 
bers. It is said that more popular 
selling numbers originate in Texas 
than in any other part of the coun- 
try. Therefore, from Coast to 
Coast, and styleful Texas, look for 
future fashion indications. Field 
and traveling editors will be “on lo- 
cation.” 
“Said the little red rooster, 
“‘*Gosh all hemlock, things are 
tough.’” 


HE rest of the story of the little 

Red Rooster and the Old Black 
Hen is an Indiana shoe convention 
feature to appear in this issue. 


RD is some shoe man. A thou- 

sand pairs of shoes a day are sold 

in his commissary stores. We'll tell 
how. 
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